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alifornia Agents 
Meet Amid Rumors 
Mf Insurer Retreat 


Report Commissions Are 
Restored By Some 
Companies Due To Be Sued 


Amid rumors that a number of 
mpanies involved in the proposed 
inti-trust suit by members of Cali- 
brnia Assn. of Insurance Agents have 
versed their position and are re- 
oring the former commission sched- 
va over which the _ controversy 





William J. Hobin, Stockton, was 
lected president of the California 
tion succeeding Roger Chicker- 
who was elected state national 
tor. Milton R. Cheverton, San 
0, was elected vice-president and 
C. Schroeder, Chico, secretary- 
urer. 


























arted, the annual convention of the 
sociation got underway Monday. 
Most of the major organization 
tters which were considered at the 
iembership meeting Tuesday were 
ussed by the directors’ meetings 
turday and Sunday. Indications of 
record attendance were evident those 
ays as groups and individuals came 
to San Francisco to register and 
aternize prior to the opening session 
onday morning. 

George Barbera, president of the 
ost Oakland association, gave the 
irst greetings, George Crist reviewed 
he convention activities and plans, 
esident Roger Chickering named 
e nominations and resolutions comm- 
ttees and Commissioner F. Britton 
cConnell extended his greetings 
yhich included some highlights of the 
usiness problems. The keynote ad- 
ess was by Archie M. Slawsby, pres- 
dent of NAIA. 

San Francisco Pond of the Blue 
oose sponsored its usual convention 
luncheon Monday with the principal 
speaker Caspar Weinberger of the 
alifornia legislature. 

' The agents and company executives 
present heard a detailed review of the 
NAIA’s advertising plans, as well as 
,llustrations of projected types and 
styles of copy, at the Monday after- 
hoon session from Franklin E. Schaffer, 
vice-president of Doremus & Co. 

The changes in fire coverages 
were discussed by a panel consisting of 
James C. Hayburn, Kennon P. White 
(CONTINUED _ON PAGE 39) 


McCain Steps Down 
As Aetna Chairman 


W. Ross McCain voluntarily has 
tlinquished his duties as chairman of 
Aetna Fire. He becomes a member of 
lhe advisory council. Mr. McCain has 
spent 51 years in the business and has 

an officer of Aetna Fire 39 years 
ada director 29 years. 





About Time For Agents To Look At 10-Point Mo. Agents Unified, 
Savings In Direct Billing And Continuous 
Policies, Agent Tells Missouri Convention 


ST. LOUIS—A strong argument for 
adoption by independent agents and 
agency companies of direct billing and 
continuous policies was advanced by 
Donald C. Brain of the W. B. Johnson 
& Co. agency, Kansas City, at the an- 
nual meeting of Missouri Assn. of In- 
surance Agents here. Mr. Brain made 
his presentation as a member of a 
panel which discussed several major 
problems confronting insured, insurer 
and agent. 

Adoption of direct billing would, 
Mr. Brain believes, substantially re- 
duce costs and might therefore ease 
the current pressure on commissions. 
While it is difficult to say in advance 
precisely what the savings of direct 
billing and continuous policies would 
be, he suggested the potential is 10% 
of the premium. If the insurer’s auto 
volume is large enough to justify elec- 
tronic computation, this might save a 
few points more. The company needs 
automation to cut costs, automation 


requires volume, and volume depends 
on automobile. 

He asked agents to look at the mat- 
ter with an open mind and to forget 
how the business has been handled in 
the past. A former president of NAIA 
who was opposed to direct billing and 
continuous policies during his admin- 
istration, recently told Mr. Brain that 
he is now for them. They constitute, 
Mr. Brain suggested, a modern mer- 
chandising technique. 


Real Problems Involved 


There are some real problems in- 
volved, he conceded. But they are 
technical and administrative and can 
be overcome. The major ones are: 
Adequate expiration control; extension 
of credit if desired; and ownership of 
expirations. 

Many agents, he observed, want to 
or believe they ought to contact in- 
sured at renewal. Yet is it a good 

(CONTINUED ON PAGE 19) 








Late News Bulletins... 








Ready Hartford-Columbian National Marriage 


Stockholders of Hartford Fire have been informed that a definitive plan 
has been drawn up for the affiliation of Hartford Fire and Columbian National 
Life by means of a stock exchange. Hartford Fire has filed for approval of the 
plan with the Connecticut department, and hearing has been set for Nov. 18. 
As previously indicated, the exchange will be on the basis of seven Hartford 
for 10 Columbian. There are 100,000 shares of Columbian, and Hartford will 
issue up to 70,000 additional shares to cover the stock offered by Columbian 


holders. 


Security Buying F.&C. Of Connecticut 


Directors of Security-Connecticut group have approved a proposal under 
which Security would acquire all capital stock of Fire & Casualty of Connecticut 
by exchanging 7.2 shares of Security for each share of Fire & Casualty. Stock- 
holders of the latter insurer have approved the proposal, and Security stock- 
holders will meet Nov. 12 to act on the exchange. The commissioner has been 


petitioned for approval. 


Control of both organizations is in the hands of Clayton E. Gengras, who or- 
ganized Fire & Casualty and who acquired control of Security a year or so ago. 
Mr. Gengras is chairman of the former and president of the latter. Operations 
of the two organizations have been separate. 


Budget Is Balanced, 
Attendance Is High 


Oppose Five Point Production 
Cost Cut; Jennings Succeeds 
Griffith As President 


By KENNETH O. FORCE 


ST. LOUIS—More than 300 attend- 
ed the annual convention here of Mis- 
souri Assn. of Insurance Agents. This 
was one of the largest crowds in the 
group’s history. 

It was evident that various segments 
of the association have been welded 
into a sound, working unification after 
a certain amount of disparateness in 
recent years. In connection with this, 
the group also has achieved a surplus— 
after struggling with deficits in former 
years—and now can spend a little time 
budgeting a balance after years of try- 
ing to balance the budget. 

Credit for these advancements were 
widely distributed at the convention 
but a good share went to E. Vernon 
Griffith Jr. of Kansas City, the retiring 
president. The new president is George 
Jennings of St. Louis. Other officers 
are William K. Lakeman of Perryville, 
vice-president; Morris G. Fogel of 
Kansas City, secretary-treasurer; and 
Lyman L. Winter of Jefferson City, 
state national director. New directors 
are John Hunt of Monett, who is safe- 
ty committee chairman, E. M. Nichols 
of Kansas City and Patrick Whittaker 
of St. Joseph. Mrs. Marge Guemmer 
continues as executive secretary. 

There was considerable discussion of 
the current proposal of National Bu- 
reau of Casualty Underwriters to make 
a new filing in Missouri which in- 
cludes a five point reduction in the 
acquisition cost factor. 

Reneau Garr of Thomas McGee & 
Sons, Kansas City, said the move 
comes on the heels of a rate change 
Nov. 6, 1957, and another Feb. 12, 
1958. It was indicated that a hearing 
by the commissioner might be held in 
a few days. 

The bureau, Mr. Garr said, 

(CONTINUED ON PAGE 36) 
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America Fore Old Guard Meets 
The New York chapter of the Old 
Guard, comprised of employes who 
have been with America Fore 25 years 
or more, recently held its annual 
banquet at the Statler Hilton, New 
York City. J. Victor Herd, chairman 
and president, and Nicholas Dekker, 
executive vice-president, spoke. 





Special Reports: 
Mutual Agents 
Page 22 


Kansas Agents 
Page 30 


| Tennessee Agents 
Page 35 














‘New officers of Insurors of Tennes- 
see, from the left: E. B. Tanner, Union 


City, vice-president; Lloyd Cheek, 
Spring City, secretary; Ross Reed, 
Greeneville, 1st vice-president; Frank 
E. McGlaughon, Kingsport, state direc- 
tor; Addison L. Webb, Chattanooga, 
president; James B. McKee, Nashville, 
treasurer; S. H. Warner, Memphis, 
chairman, and E. L. Adamson, Shelby- 
ville, vice-president. 


Court Upholds FTC 
In Two Ad Cases 


U. S. Supreme Court denied certi- 
orari in the cases of American Life & 
Accident, St. Louis, and Automobile 
Owners Safety, Kansas City. This 
leaves the eighth appeals court rul- 
ing in effect. That court affirmed or- 
ders of Federal Trade Commission that 
the two insurers stop sending adver- 
tisements through the mails which 
FTC found to be false and misleading. 


No Ruling On Jurisdiction 


The appeals court declined to rule 
on the issue of FTC jurisdiction since 
the insurers did not raise this question 
initially in the two cases. Later the 
insurers sought to have the jurisdic- 
tional matter made a part of their 
appeals. 








Individual A&S 
Forum Of HIA 
Draws 400 Plus 


Panels On Technical Side 
Of The Business Featured 
On Chicago Program 


Registration for the annual indivi- 
dual insurance forum of Health In- 
surance Assn., conducted this week 
in Chicago, exceeded 400. This is a 
hard working meeting packed with 
clinics and panels which discuss in 
technical detail practically every as- 
pect of the A&S business. 

The annual meeting of HIA at 
which the sessions are much more 
general in nature, draws no more than 
the meetings on individual and group 
A&S insurance. These gatherings have 
blossomed into important contributions 
to'the A&S underwriting field. 

A wide variety of workshop sessions 
included such subjects as over-insur- 
ance—duplication of benefits, covering 
the aged, major medical, sub-standard, 
persistency, policy provisions and state 
filing, reserve valuation and statistics, 
claim problems, significance of medi- 
cal impairments. About 25% of those 
attending the meeting took part in the 
program as panel members or discus- 
sion leaders. 


Tilton Opens Meeting 


Earle B. Tilton of Nationwide Mutual 
is chairman of the individual insurance 
committee, and opened the meeting 
Monday morning. 

The health insurance business is 
“experiencing great shocks” but must 
insist on sound growth, he said. 

Two of the shocks experienced by 
the business he described as the New 
York law prohibiting non-renewal of 
commercial policies solely because of 
deterioration of health. Secondly, over 
300 bills were introduced in the last 
Congress seeking to amend the social 
security act, most significantly the 
Forand Bill which would put the 
government “squarely in the health 
business. The Forand bill had strong 
support from several groups and that 
type of legislation being politically 
popular may be expected to assert 
itself strongly in 1960.” 


Alert Against Imposition 


Mr. Tilton said there are few Amer- 
icans who do not accept social growth 
but that the insurance business must 
be alert to see “that it is not imposed 
by misguided zeal and _ ignorance 
when our very liberty is challenged.” 

He called on his audience to support 
the leadership of the association, de- 
claring, “Support means continuing 
interest in frequent studies which re- 
quire questionnaires to be completed 
to answer Health Insurance Institute 
and Health Insurance Council calls 
for cooperation or to accept as a per- 
sonal duty the industry’s effort to 
understand, and to be understood by, 
our medical and hospital administra- 
tion public.” 

A continued attack on the “soft 
spots” of medicine and insurance is 
imperative if the U. S. is to escape 
health insurance nationalization, gen- 
eral manager Robert R. Neal of HIA 
warned in his talk. 

In his report, “What Lies Ahead,” 
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Mr. Neal drew attention to the events 
which led to the inception of govern- 
ment health programs in Canada. 
“The experience of the plans in the 
three western provinces,” he stated, 
“sinking quickly as they did into 
financial morass before they were 
hardly noticed, added great impetus 
to nationalization of hospitalization in 
order to bail out these state plans.” 

Mr. Neal listed as “soft spots” in 
the voluntary system of financing 
health care costs, several problems 
which, he said, existed also in Canada 
—solution to the problem of the over- 
aged, protection against the expense 
of catastrophic illness, and care, “not 
of the indigent who are reasonably 


well cared for, but rather of people 
(CONTINUED ON PAGE 39) 


R. I. Agents Elect 
Gammons; Eye 
Commission Cuts 


Rhode Island Assn. of Insurance 
Agents elected Elwin T. Gammons of 
Providence president at the annual 
meeting there. He succeeds Frank J. 
Lowrey of Pawtucket, who replaced 
John H. Kirby of Woonsocket as state 
national director. 

The association voted to make own- 
ership of expirations a condition of 
membership, thus barring “captive” 
agents. 

Edward H. Quillan Jr. of Providence 
and Herbert W. Rathbun of Westerly 
were named vice-presidents. New re- 
gional vice-presidents by county are 
Bristol, William J. Maisano of Bristol; 
Newport, Roger P. Braman of New- 
port; Kent, Walter L. Cronin Jr. of 
East Greenwich; Providence, James 
Goldsmith of Providence; and Wash- 
ington, Rogers E. Trainer of Westerly. 


Advises Rough Action 


In leading a discussion on commis- 
sions, Carlton I. Fisher of Providence, 
past president of the association, said 
that current decreases on automobile 
lines are only the first step, to be fol- 
lowed by cuts on homeowners’ com- 
missions. He charged that agents are 
getting the runaround from companies 
and bureaus which are, in effect, dis- 
claiming responsibility for lowering 
commissions. Company men say this 
is inevitable since the bureaus have 
reduced the acquisition cost factor, 
Mr. Fisher asserted, and the bureaus 
in turn say they have nothing to do 
with commissions and that companies 
can pay any rate they decide upon. 
In view of this, he continued, agents 
have been forced to conclude that the 
only way they can combat the situation 
is to “kick the bureaus in the teeth” 
when the insurance commissioner is re- 
viewing filings. 

In his presidential report, Mr. Low- 
rey noted that the association now has 
345 members, a new high. Mr. Kirby, 
as state national director, reported 
that Rhode Island had contributed 
more than $8,000 to the 1958 NAIA 
advertising campaign and was the first 
state to contribute to the 1959 program. 

Forrest H. Witmeyer, president of 
Excelsior, was the banquet speaker. 
He declared that the complex prob- 
lems faced by companies and agents 
today and likely to continue, may 
turn out to be a blessing in disguise 
if they lead to improved operating 
efficiency in the American agency 
system. He noted that there are many 
areas where both companies and 
agents an reduce expenses. 





Much Smoke Hides Issues Behind 
Commission Cuts, Md. Agents Told 


Bureau and company explanations 
of automobile filings incorporating 
lowered production cost allowances 
are “contradictory and unsatisfacto- 
ry,” according to a stern report given 
Independent Insurance Agents Assn. 
of Maryland at its convention last 
week. The report says off-the-record 
statements of company officials indi- 
cate company dissatisfaction with “the 
working habits of the American agent” 
as “the truth behind the bureau com- 
panies’ position.” 

Reports Committee Findings 


G. J. Jobson, Baltimore, presented 
the findings of a committee appointed 
in August under his chairmanship. It 
concludes with a _ resolution incor- 
porating the highlights of its findings 
and calling for a new high caliber 
committee of the association to contact 
the insurance commissioner and con- 
duct an investigation, according to 
the judgment of the committee, into 
“all matters relating to insurance 
rates in the state of Maryland.” This, 
the resolution explains, is necessary 
because “in the last analysis it is the 
insurance commissioner to whom the 
agent must look for explanation and 
verification of rating procedures.” 

The report opens with an exposi- 
tion of the “official” reasons for re- 
duced production cost allowances and 
the committee’s reasons for discard- 
ing them. 

Automobile loss experience, the re- 
port indicates, is no longer given as 
a reason by most bureau and com- 
pany officials, the change being “due 
to the publishing of the breakdown 
of the automobile liability premium 
dollar, an examination of which will 
show conclusively that any reduction 
in cost allowance which is offset by 
a reduction in commission expense 
will not add one available dollar to 
the companies for loss payment.” 
Companies which are not adjusting 
commissions on the heels of these 
filings are actually taking a reduction 
in premium dollars and that makes 
the “experience argument” appear 
“even more obviously false.” 


Cite Competition As Cause 


Another explanation of the produc- 
tion cost reduction is the “competitive 
situation between the bureau com- 
panies and the direct and specialty 
writers.” “There is good reason to 
accept the companies’ contention that 
much of the better class of business 
is going to the cut-rate writers, leav- 
ing the bureau companies with a 
smaller volume of less desirable busi- 
ness.” Agreeing that this is an area 
of valid concern calling for explora- 
tion of every corrective possibility, 
“the committee has not been con- 
vinced that the 5% to be saved by 
this adjustment in production cost will 
be sufficient to materially change the 
situation. 

“Few production minded agents will 
contest their ability to sell themselves 
and a bureau policy with a 10% or 
15% differential in premiums over a 
specialty or direct writer—but our 
investigation of the spread in these 
rates indicates it is now between 
25% and 35%. A cut in bureau 
premiums of only 5% on these per- 
centages is not enough to be realistic 
on a competitive basis. With this in 
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mind, the committee has made ¢ 
ful inquiry to bureau and comp, 
sources concerning the possibility 
narrowing the premium spread by 
additional 5% or more, through fy 
er savings in expense in company 9 
erations. All sources of such ; 
quiry have flatly refused to give 
basis for optimism on that objectiy 
that if further reductions in inte 
and some have been quoted as feelj 
expenses can be achieved, those sa 


for the past five years.” 

Though finding no alternative ; 
branding these explanations as y, 
true and discarding them, the Jobsgj 
committee report expresses its belie 
that it was given “an honest and regi 
istic summary of the reasons . . , jj 
private conferences between individ 
ual members of the committee ap 
representatives of the bureau com 
panies.” All such expressions wer 
held off the record, leaving the com. 
mittee with little room for dou) 
about accuracy or sincerity, but » 
quotable authority. 


Must Halt Duplicity 


“The time has come to bring to; 
full halt the duplicity that is being 
allowed to exist on both sides of this 
question” the report goes on. “If our 
companies do not have the courage 
to come out openly and reveal their 
true position in this matter and to 
stand or fall on the consequences of 
their action, then we, as_ agents, 
should come forward and ask them 
to stop bantering with us. . . . If the 
American agency system is to come 
to grips with the companies in the 
open conflicts that now evidence 
themselves in many parts of the 
country, then let it be to resolve real 
issues and not those that have been 
devised with the hope to appease us 
or to side-step a rupture of estab- 
lished company-agent relations.” 

The companies contend that the 
agent is “still basking in the sunshine 
of the order-taking war and post-war 
years.” They recognize a serious dif- 
ferential in price as between bureau 
companies and others and_ believe 
this has created an unhealthy com- 
petitive situation, but they claim “the 
sales efforts of the salaried direct 
writer salesman are sufficiently supe- 
rior to those of the independent agent 
that the difference in the production 
span between the two is far wider 
than the price differential alone 
would require.” 

Companies hold that the “sharp and 
continual increase in rates” over the 
past 15 years has augmented the 

(CONTINUED ON PAGE 37) 


United Security Merges 
With Industrial Of Ia. 


Industrial of Des Moines has as- 
sumed all of the business of United Se- 
curity of Des Moines but Industrial’s 
name has been changed to United Se- 
curity. Both companies are members 
of the Hawkeye-Security group. The 
new United Security has assets exceed- 
ing $10 million and operates in 3! 
states. William L. Cobb, president, and 
the other officers of Industrial will re- 
main in the same capacity with United 
Security. 
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Look at the world and then remember . . . the good earth gives and gives and gives. It 


is the man behind the plough who cleared this field from forest, furrowed it... made it 


land from which life and wealth now spring . .. filling the granaries and silos and barns. 


There are two good earths . . . the soil and the mind 
of man. Properly nurtured, both will produce and 
grow. Both lie fallow when ignored. 


We, at Leo B. Menner & Company, are mindful of 
our responsibilities. We know there is an important job 
to be done in the insurance business. As representatives 
of Lloyd’s our aim is to plant ideas as we go, develop 
an abundant harvest for a wide circle of insurance pro- 
ducers everywhere. We know this down-to-earth ob- 
jective requires close cultivation of an unusual type 


For greater opportunities, 
write for our special, new Lloyd's 
booklet — 1959 Edition! 


Insurance al 


REINSURANCE 





of personal service. It requires wise counsel, intelligent 
underwriting and careful handling of important ac- 
counts . . . and a// accounts are important to us. 


We urge you to try a new experience when placing 
your new or renewal Lloyd’s business. The seasoned 
experience of our staff members, their particular know- 
how and understanding can go a long way in broaden- 
ing your horizon to bright new sources of income and 
profit. Leo B. Menner & Company are thoroughbreds 
for the task! 


We serve agents, brokers 
and insurance companies. 
No direct business, of course! 


EXCESS AND SURPLUS LINES 


LEO B. MENNER & COMPANY, 1we. 


BOARD OF TRADE BUILDING 
PHONE + WEBSTER 9-7565 


| 141 WEST JACKSON BOULEVARD + CHICAGO 4 








Erhardt, Close In 
Multi-Peril Posts 


J. L. Erhardt, assistant U. S. manager 
of Royal-Globe, 


and Charles M. Close, 
vice-president of 
Great American, 
were elected chair- 
man and vice- 
chairman, respec- 
tively, of the ex- 
ecutive committee 
of Multi-Peril In- 
surance Confer- 
ence at the annual 
meeting in New 
York. America 
Fore, Great Amer- 
ican, Hartford Fire 
and Home _ were 
elected to the executive committee. 

In his report as chairman, Roland H. 
Lange, vice-president of Hartford Fire, 
said the conference has attained two 
major objectives in completing and 
coordinating its organization and in 
producing a single package dwelling 
policy which thus far has had the ap- 
probation of all who have given it care- 
ful study. 


Best Facility Available 


The heralded multi-peril philosophy 
which not long ago was bravely pro- 
claimed is growing up fast and with 
it the industry has acquired a new set 
of problems, Mr. Lange said. The con- 
ference, conceived as it was to speak 
for this new section of the business, 
presents the best hope to provide the 
forms and combinations of protection 
which will keep pace with accepted 
marketing concepts, all within the jus- 
tification of present rating and statisti- 
cal knowledge, he declared. 


$1 Million Viscount, 31 
Lives Lost In Crash 


The British European Airways su- 
per-Viscount airliner that crashed Oct. 
22, as a result of a collision with an 
Italian airforce jet fighter, was par- 
tially reinsured in the American mar- 
ket, although the principal coverage 
was in London. The airliner, valued at 
approximately $1 million, was totally 
destroyed and 31 persons were killed. 





Roland H. Lange 
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J. Victor Herd, left, chairman and 
president of America Fore, presents 


Ernest A. Henne, recently retired 
vice-president and western depart- 
ment manager of America Fore and a 
director of Fidelity-Phenix Fire, with 
an engraved copy of the resolution of 
the directors of Fidelity-Phenix Fire, 
honoring him. 


Hunt Warns Okla. 
Companies On A&H 


OKLAHOMA CITY—Commissioner 
Joe B. Hunt last week announced that 
in an effort to counteract threatened 
federal regulation “we in the depart- 
ment are adopting a get-tough policy,” 
especially in the A&H and hospitaliza- 
tion field. 

The statement was the result of 
some 10,000 letters to the Oklahoma 
department concerning A&H and 
hospitalization claims during the last 
year. After commenting that the 
“insurance buying public is not being 
properly appraised of policy benefits, 
Mr. Hunt declared in a bulletin sent 
to companies writing A&H and hospi- 
talization in Oklahoma: 

“This warning is to put you on 
notice that you should do your under- 
writing before you issue policies and 
not after you have received a claim. 
Agents who are misrepresenting policy 
benefits and falsifying and omitting 
statements from applications and those 
agents with criminal records should 
be fired.” 





Fleischhauer Joins 
General Accident 


Arthur T. Fleischhauer has been 
appointed assistant general manager 
of General Accident and secretary of 
Potomac and of Pennsylvania General. 
He will have executive production 
duties. 

Mr. Fleischhauer was with Fire- 
man’s Fund from 1939 until earlier 
this year in field and executive po- 
sitions. Most recently he was vice- 
president in charge of the eastern 
department where he_ consolidated 
multiple line operations of the Fund. 


Offshore Gulf Oil 
Rig Loss Is Heavy 


An explosion and fire destroyed an 
oil rig in the Gulf of Mexico, located 
about 25 miles southeast of Grand 
Isle, La. Early estimate of the loss is 
$8 million. One man was killed and 
19 injured. The six well derrick col- 
lapsed in a few hours. 

Continental Oil Co., Atlantic Refin- 
ing Co., Tidewater Oil Corp., and Cities 
Service Oil Co. operated the drilling 
platform as the CATC group, which 
is the largest offshore leaseholder in 
the Gulf of Mexico. The drilling rig 
was owned by Niclos Drilling Co. Con- 
tinental Oil Co. is insured through 
Marsh & McLennan, and the drilling 
rig is insured in London Lloyds 
through Langham, Langston & Burn- 
ett of Houston. 


Insurance F edecuiion 
Of Ill. To Meet Nov. 12 


Insurance Federation of Illinois will 
hold its annual meeting Nov. 12 at the 
Palmer House, Chicago. Business ses- 
sions and the election will begin at 
10 a.m., and at the luncheon talks will 
be given by Sen. W. Russell Arrington 
of the Illinois legislature and Director 
Joseph Gerber. Mr. Arrington will talk 
on pending and anticipated legislation, 
and Mr. Gerber will treat department 
proposed measures. 

Federation president Peter W. Frei- 
lich, Corroon & Reynolds, has appoint- 
ed Freeman C. Read, Royal Exchange, 
chairman of the nominating committee. 





f 


for: 


Lawyers 

Adjusters 
Accountants 
Architects 

Engineers 

Real Estate Brokers 


Our capacity for the 
above is $500,000.00... 
and MORE IF NEEDED! 


Your inquiries will get 
immediate attention. 


en OE FE fe se ee, 


ERRORS ano OMISSIONS } 


PROFESSIONAL INDEMNITY 





CALL 
WIRE 
OR 
WRITE 


Loonhart and Company, oa, 4 


SOUTH AND WATER STREETS 


TELEPHONE SARATOGA 7-3500 = 


BALTIMORE 3, MARYLAND 
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Corrects Report On 
‘Ark. Pattern’ In 
Auto Rate Case 


Harvey G. Combs, Arkansas ¢ 
missioner, writes to correct go 
“distressing misstatements relative 
the proceedings in our nine-monf 
old auto rate case,” which appe 
in the Oct. 10 issue. This is the sty 
headed: “Urges Agents To Folly 
Arkansas Pattern To Negate Fiyd 
Point Reduction On Auto,” from 
meeting of Southern Agents Confe, 
ence during the convention at Ne 





Orleans of National Assn. of Insy 
ance Agents. 
Here, Mr. Combs writes, is the 9 


ficial record: 

“On Dec. 12, 1957, National Bureg 
and National Automobile Underwrj. 
ers Assn. made filings for auto ray 
increases. On Jan. 22, 1958, this de 
partment rejected these filings on ; 
number of grounds. 


Rejects Filings In April 


“The matter then went to a forma 
hearing before this department @ 
March 25, 1958. On April 8, this de 
partment, after carefully reviewin; 
the record of the formal hearing, re. 
jected these filings in a written order 

“National Bureau and NAUA 
thereupon, immediately, appealed the 
department’s decision to the Pulaski 
county circuit court in accordance 
with the established procedure of 
Arkansas casualty rating law. 

“Here the matter has rested since 
April, 1958, awaiting trial before the 
circuit court. 

“The production cost factor was not 
an issue in the filing nor in the present 
court case. Rather the case involves 
questions of territorial classifications, 
differentials in certain classifications, 
and the over-all experience of the 
bureau companies. 

“A committee from Arkansas Assn. 
of Insurance Agents came before this 
department early in September this 
year in the role of “a friend of the 
court” with the purpose of having the 
department and representatives of the 
two bureaus resume informal negotia- 
tion which might lead to a settlement 
of the rate filing issues and a conse- 
quent withdrawal of the pending 
litigation. 

“As a result, communication was 
reestablished and progress made. We 
are encouraged to think that the mat- 
ter still may be successfully resolved 
without the assistance of the courts. 
This is where the issue now rests. 


One Statement Wholly 


“I especially object to your story 
line: ‘The Arkansas association was 
successful in combating the cut in 
commissions by means of a reduction 
in the production cost factor by de- 
veloping strong opposition in the in- 
surance department and _ elsewhere, 
including the governor.’ This is wholly 
in error. 

“Also, your statement, ‘The Arkan- 
sas commissioner three times has 
turned down filings which included a 
commission reduction,’ is not at- 
curate. We are still talking about the 
same filing which was initially made 
last December in which the produc- 
tion factor was not involved.” 


R. Clarke Bisbee has purchased the 
O. J. Wheeler general imsurance 
agency at Chicago. The new agency 
will bear the Bisbee name and is 
located in the Board of Trade building. 


In Error 
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In Transportation Insurance... 


MID-UNION 1220: 1 was 





SERVICE .... “Swift, reliable and personal attention to the specialized needs of the commercial 


trucker . . .” This guiding philosophy has made Mid-Union Indemnity Company a 


leader in transportation insurance . . . and this basic policy is apparent in the 


Mid-Union decision to provide the trucking industry with a national network of ex- 


pertly staffed regional service offices in these principal cities: 


Baltimore, Maryland 
931 Munsey Building 


Chicago, Illinois 
175 W. Jackson Blvd. 


Denver, Colorado 
333 N. Colfax Ave. 


Fort Worth, Texas 
609 Bailey Street 


FERSTS..... Yes, Mid-Union has many “firsts” to its credit .. . 


Kansas City, Missouri 
210 Westport Road 


Los Angeles, California 
955 S. Western Avenue 


Miami Beach, Florida 
1440 79th Causeway 


Seattle, Washington 
Exchange Building 


for example, Mid-Union is the 


first agency company offering Fleet Owners Comp in a package with five major 


coverages. 


FEATURES . . In addition to complete service and unique coverages, Mid-Union offers producers a 


winning combination of . . . 


Adequate commission in line with competitive ratings 


Annual or continuous policy with monthly payments 


All state and I.C.C. filings made by company 


Fleet rates and retrospective ratings on large accounts 


Premium financing facilities 


Mid-Union knows the transportation field. 


For more information, write, wire or call 





MIDUNION 


INDEMNITY COMPANY 


Public National Insurance Company of Florida 
Telephone SHerwood 2°7O40 * 853 Dundee Avenue ELGIN: Illinois 








6 HteNATIONAL UNDERWRITER 


for the vigilance of the political Robin 
Hoods. 

Why doesn’t the bureau fight back 
promptly with specific facts telling 
the public what the changes mean in 
dollars and cents and why changes 
are necessary? Because its hands are 
tied by laws which the member com- 
panies imposed on themselves in most 
states in the all-industry bills. Public 
disclosure of the content of a rate 
filing cannot be made until the change 
is effective through state department 
approval. 

This unequal drama is being played 


Companies Have Last Word On 
Rate Filings; Might Speak Sooner 


pocketbook. These guardians of the 
public trust say that if it were not for 
them the unsuspecting citizen would 
innocently walk into a financial am- 
bush. The companies sneak through 
the back door at the state capital, 
they imply, and the public would 
never know of their intentions except 


OF EXPERIENCE 


By JOHN N. COSGROVE > 


When a rating bureau files a rate 
change proposal, certain individuals 
with political and other interests often 
sound off in the newspapers and 
through other media to tip off the 
man in the street to hold on to his 












* 


Can you use a good right arm? 


The man above is an engineer from The Fund Insurance Companies. 
Because he has a Fund of Experience he can serve as your right 
arm for obtaining new accounts and protecting your target lines from 
your competition. He offers the right answers on technical problems 
relating to accident prevention, industrial safety, fire rating and 
structural evaluation. 


Why not let your agency and your clients benefit from this Fund of 
Experience. Mail in the coupon below, or ask The Fund fieldman in 
your area to have an engineer from The Fund Insurance Companies 
pay you a call. In today’s highly competitive, highly complex insur- 
ance market, you can profit by his experience. 


To: THE FUND INSURANCE COMPANIES 


PRODUCTION DEPARTMENT * HOME OFFICE 
3333 CALIFORNIA STREET, SAN FRANCISCO, CALIFORNIA 


} would like to meet your FUND representative. 


Name 





Address City. 








FIREMAN’S FUND INSURANCE COMPANY * FIREMAN'S FUND INDEMNITY COMPANY 
HOME FIRE & MARINE INSURANCE COMPANY © NATIONAL SURETY CORPORATION 
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at present in Philadelphia. The Mj 
Department Assn. of Fire Undery tare 
ers filed a fire rate change propo 
for Pennsylvania. Public officials jy orn 
mediately hit the headlines with af , 
sertions that the number of fires ange njO 
dollar losses are steadily decreasing . L. 
there. Many improvements have bea... pe 
made to reduce the fire hazard igh itch’ 
Philadelphia, they contended, and th tua 
companies are going to have toug 
sledding to show that they are losing 
money and should have “highe 
rates. Who said the rates were to } | 
higher? The newspapers, of cours... Hi 
They are not bound by any legal tig hich 
and they predicted a 20% increase jy ard 
business and residential buildings jp An 
the city. Furthermore they quote th 
city officials’ charge that this increag 
was sought in secrecy. 


prover 


heen 
Companies On Defensive 


One such quote blasted the com. 
panies for their “highly suspicious” re. 
fusal to make known the basis fo 
their attempted rate boost, declared f 
that this kind of “secrecy” is obsolete 
and said the companies disregard the 
public’s right to know. These colorfyl 
statements got to the public fast and 
with impact. Anything said in reply 
must obviously be defensive. 

Because of the Philadelphia pro- 
tests, Commissioner Smith is reported 
to be considering public hearings, 
despite the statute which holds a fil- 
ing in confidence until approved. And 
now Middle Department has made a 
statement on the rate proposal. This 
explains the statute, repudiates the 
charges by city officials and indicates 
confidence that the rate changes 
sought can be sustained. Finally, the 
statement points out that rates are not 
the subject of emotion or of political 
considerations, but are the product of |, 
experience. True—but emotions and }; 
political considerations had already 
gotten their licks in, and the compa- 
nies now go to the public practically 
as the defendant in an atmosphere 
charged with these precise character- 
istics. 

One of the virtues of the laws 
which hog-tie the companies in this | ¢ 
way is supposed to be the protection 
of the competitive interests of a filer. 
This is laudable in theory but absurd }), 
in practice. The contents of rate fil- |, 
ings are sometimes known to anyone 
who really wants to find out and 
everyone, including the newspapers, |, 
speaks freely on the subject except | 
the filers with their present restric- |¢, 
tions. 








National Bureau Activities a 


In connection with the present fire | 
rate proposal, Middle Department did 
the best it could with a relatively in- 
frequent public relations problem 
while properly adhering to the law. 
Such problems are of course far more 
frequent and compelling in automo- 
bile liability rate proposals. These are 


“a 3S 


(CONTINUED ON PAGE 19) 






EXECUTIVE PROCUREMENT 


Can your company fill its spe- 
cialized needs? High calibre ex- 
ecutives are sought, not found. 
Inquire without obligation. 
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CONSULTANTS 





IN MARKETING AND MANAGEMENT 
FOR THE INSURANCE BUSINESS 
FRANK LANGE.AASSOCIATES 


One North LaSalle St. 
CHICAGO 2, ILLINOIS 


521 Fifth Avenue 
NEW YORK 17, N.Y. 
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lige Prop 0 


officials informer Agent Is 


es with ' ar . . 

of fires afnjoined From Raiding 

decreasing j. L. King, local agent Quincy, IIL. 

s have beg 1g been enjoined for one year from 
hazard itching the policies of Hardware 


wtuals of Stevens Point, Wis., to 
have toug wher companies. Until June of 1958, 
y are losingky. King was a salesman for Hardware 
e “higherBrituals in Quincy. Upon separation 
were to beh.om Hardware Mutuals, he ignored 
of course is Hardware Mutuals’ sales contract 
y legal ties hich prohibited him from picking up 
increase inkardware policies in his territory. 
uildings inf’ 4n Mlinois circuit court has ap- 
y quote thel oved a consent decree enjoining Mr. 
his increag xing from “raiding.” He has also 
heen made to pay damages to Hard- 
ware Mutuals and to pay all court 
osts. 

the com- 
picious” re. 
> basis for 
t, declared 
is obsolete 
sregard the 
se colorful [ 
ic fast and 
d in reply 


al. Department Submits 

ills For Hearings 

Ten proposed legislative bills pre- 
ed by the California department 
be considered at a hearing called 
ny Commissioner McConnell Oct. 31 
i) San Francisco and Nov. 3 in Los 
Angeles. 

Among the proposals are: 1. To raise 
spital and surplus requirements for 
ompanies—including reciprocals. 2. 
To require a definite order before a 
policy may be issued—aimed at allevi- 
ting flat cancellations problems. 3. To 
make technical changes regarding 
wmnual statements of alien insurers. 
4. To restrict rights of temporary 
asualty licenses (holders of certifi- 
vate of convenience as_ insurance 
ents and brokers) to employ and 
yppoint solicitors, with minor excep- 
tions. 5. To reduce penalty fees for 
late renewal of producer’s licenses. 
i. To raise qualifications for license as 
urplus line broker. 7. To clarify and 
vermit offsets in computation of tax 
of surplus line brokers. 8. To establish 
fees and assessments, when necessary, 
for support of supervision of health 
and welfare programs. 

Commissioner McConnell said also 
that the hearings will discuss several 
wher subjects to determine if legis- 
lation is needed. Included in this cate- 
gory are: Group debtor-creditor insur- 
ance; duplicate claims or payments 
for hospital, medical and _ surgical 
services resulting in an excess recov- 
ery; clarified interpretation of the 
California standard fire form; and 
investigation of the practice of some 
producers charging fees above com- 
missions for making assigned risks 
and other placements. 


American Casualty Names 
Six In Engineering Field 


American Casualty has appointed 
H. R. Reviere inspector-engineer for 
all lines in the southeastern depart- 
ment at Atlanta. Forrest W. Barrett 
tas been named boiler and machinery 
inspector in Detroit, and R. T. Keller, 
levator inspector in Philadelphia. The 
company also named three new boiler 
and machinery engineers: Frederick 
R. Leverone in Boston, Bernard J. 
Geary in Cleveland, and Eugene V. 
Gendron in Minneapolis. 


Standard Accident Holds School 
Twenty-four students selected from 
tome office and branch office person- 
nel are attending Standard Accident’s 
Taining school in Detroit. The school, 
tine weeks long, covers casualty, fire 
Md marine, and surety lines. L. J. 

dson, manager of the education 
“partment, will supervise. 
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Fischer To Coast, 
Hudson To Kansas 
City For General Re 


Frederick C. Fischer has been ap- 
pointed an assistant secretary and 
assigned to General Re’s Pacific de- 
partment in Los Angeles. Harold J. 
Hudson Jr., assistant secretary, trans- 
fers from the home office to the 
midwest department in Kansas City. 

Mr. Fischer joined the company in 
1955 as an underwriter at Kansas 
City. He will be associated with Vice- 


President Mortimer D. Pier in Los 
Angeles. 

Mr. Hudson, who joined the com- 
pany in 1956 as a home office claims 
attorney, was appointed an assistant 
secretary earlier this year. He returns 
to Kansas City, his birthplace, where 
he will be engaged in underwriting 
and servicing activities. 


Robert M. Ryker, president of Great 
Northern Life, has joined Insurance 
R.&R. He was formerly with the 
company from 1945 to 1947. 


Thomas To Law Post 
For C&S Assn. 


Assn. of Casualty & Surety Com- 
panies has appointed DeRoy C. Thom- 
as assistant counsel in the law depart- 
ment. Mr. Thomas was formerly with 
the New York law firm of Watters & 
Donovan. He has also been assistant 
professor of law at Fordham Univer- 
sity. 

Raphael Alexander and Alexander 
E. Fox have been advanced to assis- 
tant counsel. They formerly held the 
title of attorney. 








Sign og 
trength, Service, Dependability 
| 


Member Companies: 


America Fore 


Loyalty Group 





THE CONTINENTAL INSURANCE COMPANY: :..:... deneeeve .Est. 1853 
FIDELITY-PHENIX FIRE INSURANCE COMPANY. ..:..:..:.......... Est. 1853 
FIREMEN’S INSURANCE COMPANY OF NEWARK, N.J..:... qweteyie a Est. 1855 
NIAGARA FIRE INSURANCE COMPANY...:..:..:.........ceeeeeeee: Est. 1850 
THE FIDELITY AND CASUALTY COMPANY OF NEW YORK......... Est. 1875 
NATIONAL-BEN FRANKLIN INSURANCE COMPANY........ ep eteeurs Est. 1866 
MILWAUKEE INSURANCE COMPANY........ aves eee eee 
ROYAL GENERAL INSURANCE COMPANY OF CANADA.............. Est. 1906 
THE METROPOLITAN CASUALTY INSURANCE COMPANY OF N. Y.. .. . Est. 1874 
COMMERCIAL INSURANCE COMPANY OF NEWARK, N.J........... Est. 1909 








Set Up New Arkansas 
Speakers Bureau 


Plans for an Arkansas insurance 
information office and speakers’ bu- 
reau were completed recently when 
some 40 representatives of Arkansas 
Assn. of Insurance Agents and Arkan- 
sas Field Club met in Little Rock for 
a one-day seminar. 

The new service will operate 
through the executive office of the 
Arkansas association with its manager, 
Gene Fortson, who presided at the 
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seminar, as director of the public 
relations operations. 

Among those participating in the 
seminar were Lloyd Palmer of Oklaho- 
ma Insurance Information Office and 
Cleveland Harrison, professor of public 
speaking at Little Rock University. 
Mr. Harrison led a symposium of 
refresher tips on public speaking for 
the insurance men who will constitute 
the new speakers’ bureau. 


Missouri Fire Prevention Assn. will 
inspect St. Genevieve Nov. 6. 


General Adjustment 
Shifts Five In West 


General Adjustment Bureau has 
made several promotions and transfers 
in the Pacific coast department. 

H. McKay Allen, formerly manager 
at Eugene, Ore., will be general ad- 
juster for the northwest area, remain- 
ing at Eugene. He joined the company 
in 1937 at Portland. 

Robert J. Young, formerly manager 
at Eureka, Cal., will succeed Mr. Allen 
as manager at Eugene. He entered the 





‘In our agency - - business is good /° 


Don’t get me wrong; people aren’t exactly breaking down the door. We have to dig for 
business — and sell hard. But we’re well ahead of last year — in new accounts and profits, too. 


How come? Well, for one thing, we don’t just assume we’re better than our competition. 
We work hard to be better — in knowledge . . . salesmanship . . . service. 





What’s more we're stressing all the newer forms.* 


As a result, we’re really enthusiastic about our future . . . and about the 


future of the general insurance business, too. 


It wasn’t always this weet 8 Five years ago, this agency was a one-man operation — 
and bogging down. I simply couldn’t find time to sell — or even keep up 
with new developments. Then I attended the Aitna Casualty and Surety Sales Course 


in Hartford. 


Believe me, it changed my whole perspective; better still, it produced results. 
Within two years, my business nearly doubled — and I needed a new man. That’s how Jim, here, 


got into the picture. 


He’s as enthusiastic as I am — and a Sales Course booster, too. Right, partner ? 


*Like Special Office Contents Fire . . . Salary Budget Accident and Health. . . f cag 
Blanket Crime . . . Commercial Property . . . A.D. and Family Protection on automobile policies . . . 


New Broad Form Storekeepers’ Burglary and Robbery. 


ETNA CASUALTY and SURETY COMPANY 


Affiliated with tna Life Insurance Company ¢ Standard Fire Insurance Company ® Hartford 15, Conn. 


ALL FORMS OF 


CASUALTY, 


AND 


Agency 
Building 
is our 
Business 








MARINE 


PROTECTION 
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company in 1949 at Tacoma and gj 
then has been manager at Pz 
Wash. 

Duane H. Dennis becomes manag 
at Eureka succeeding Mr. Young. » 
has been with General Adjustment 
Eureka, Cal., since 1953. 

Ernest C. Lenke, manager at Byt 
since 1951, will join the senior a 
justing staff at Seattle. He has bee 
with the company since 1946, begip 
ning at Spokane. 

William J. Garrity succeeds yy 
Lenke as Butte manager. He we 
with GAB in 1950 at Denver, and } 
served at Sterling, Colo., and sing 
1956 at Billings. 


Nail Is President Of 
Ohio Hardware Mutual 


Charles E. Naj 
president of Lum. 
bermens Mutua 
has been electg 
president of Ohi 
Hardware Mutua 
of Coshocton. 
succeeds the lat 
A. E. Hernstein, 

Mr. Nail previ. 
ously had bee) 
vice-president ani 
board member fo 
: several years. Ed. 

Charles E. Nail ward D. Hunt wa 
elected vice-president and member oj 
the executive committee. 


Chase Smith Is Manager 


Of Excess Underwriters 


Chase M. Smith Jr. has been named 
general manager of Excess Underwrit- 
ers, London Lloyds 
revresentatives at 
Chicago. 

Mr. Smith start- 
ed with Excess in 
February, 1951, as 
a special repre- 
sentative. He was 
later advanced to 
assistant v ice 
president in 1954. 
As general man- 
ager, he will be in 








Chase M. Smith 
charge of the firm’s nationwide opera- 
tion. 

His initial insurance training was re- 
received with Lumbermens Mutual 
where he spent 2% years in the Chi- 
cago advertising department. 


James Cox New President 
Of So. Cal. Field Men 


Southern California Fire Under- 
writers Assn. has elected James W. 
Cox, Deans & Homer, president; Wil- 
liam B. Hoare, Aetna Fire, vice-presi- 
dent, and Donald H. Norris, Home, 
secretary-treasurer. 

Named to the executive committee 
were Preston A. Evans, America Fore; 
Joseph S. Kellogg, Corroon & Rey- 
nolds; G. J. Lorenzi, Royal Globe; 
Robert N. McFerran, Fireman’s Fund; 
Carl Melikian, Northern of London; 
Chester M. Miller, Hartford; Norman 
L. Molgaard, Great American, and 
Robert T. Sullivan, New Zealand. 

Westwood Village was the first 
town inspection of the year, held Oct. 
8 as a feature of Fire Prevention Week. 
Movie star Robert Wagner was made 
honorary fire chief for the day. The 
movie “Hurricane Audrey” was shown. 


General Adjustment Bureau Land 
moved its Klamath Falls, Ore., office 
to a ground-floor location in the 
Matthews building there at 127 North 
4th street. 
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| To keep your Assureds... You must 
give them Service 


wt 





In insurance, as in most 
other businesses, the quality of service 
is generally the deciding factor whether or not an 
account is retained. 
We, at AMERICAN, recognize that the service we render replacing glass reflects directly on you! 
Recognizing the responsibility, we pledge that your assureds will receive fast, dependable service and quality 
workmanship. 
The letter above, from one of Chicago’s leading hotels, indicates the quality service we render and . . . the quality 
service you have the right to expect. 





Members of the Chicago Association of Commerce 
1030-42 N. Branch—Chicago—MOhawk 4-1100 


Call MO 4-1100 Chon 


3156 E. Woodbridge—Detroit—LO 8-1060 
“Recognition Merited by Our Service” 
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Ariz. Agents Elect 
Lovitt President 


Arizona Assn. of Insurance Agents 
at the annual convention in Tucson, 
Oct. 20-21, elected D. M. Lovitt of the 
Tucson agency bearing his name as 
president. 

Other officers named were: Richard 
M. Hance, Valley National agency, 
Phoenix, vice-president; M. M. John- 
son, M. M. Johnson & Associates, 
Holbrook, secretary-treasurer, and 
Frank P. Middleton, Standard Insur- 
ance agency, Phoenix, state national 
director. 


Standard Accident Names Borgeson 

A. Bruce Borgeson is the new assis- 
tant manager of Standard Accident’s 
New Jersey bonding department. He 
joined the company in 1955 as New 
Jersey field representative. He had 
been with Massachusetts Bonding at 
New York from 1951 to 1955, and 
with American Surety from 1949 to 
1951. 
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Manufacturers Cas., 
Pacific Fire Unite 


Pacific National Fire has absorbed 
all insurance operations of Manufac- 
turers Casualty as of Sept. 30—subject 
to approval of all interested insurance 
departments. 

The two companies are subsidiaries 
of Transamerica group and have been 
operated for the past several years out 
of the headquarters and under the 
supervision of John A. Steel, president 
Pacific National, who termed the 
move as a streamlining operation to 
provide “one stop” multiple line facil- 
ities to agents and effect greater 
economies in operations. 


New Actuarial Firm In N. Y. 
J. J. Smick and Dr. H. W. Steinhaus 
have opened joint offices for actuarial 
services at 200 East 42nd street, New 
York. They specialize in the fields of 
pension and employe benefit plans, 
problems in connection with company 
reserves, Blue Cross and Blue Shield 
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Stewart, Smith (Illinois) Inc. 


141 WEST JACKSON BOULEVARD 


consulting brokers 
to the insurance industry 


CHICAGO 4, ILL. 


CHICAGO « MONTREAL 














organizations, rates, rate filings, de- 
viations and reinsurance. 

Mr. Smick was with National Coun- 
cil on Compensation Insurance for 17 
years. He helped develop programs for 
experience and retrospective rating. 
Dr. Steinhaus was with Equitable Life 
for more than 20 years, most recently 
as research assistant to the president. 


Auto-Owners President 


Says Auto Styling Will 


Raise Insurance Costs 

LANSING—Persistence of “dream 
car” styling by the Detroit automobile 
makers will continue to keep repair 
and replacement costs extremely high 
for insurers, William C. Searl, presi- 
dent of Auto-Owners, told his com- 
pany’s supervisory personnel at a 
home office meeting. Mr. Searl said 
that while streamlined and sculptured 
body effects featuring complicated 
glass installations seem to be accepted 
by the public, the public must expect 
to pay for such fancies in higher in- 
surance costs for physical damage 
coverages. 

In the area of liability claims, Mr. 
Searl said the “prodigal results of 
court decisions and jury awards” will 
send liability premiums upward stead- 
ily. 

Auto-Owners, he reported, had a 
19.5% increase in premiums through 
September of 1958, but unusually high 
losses through August offset the favor- 
able investment experience, and the 
company did not begin to recover 
until September from the bad experi- 
ence of 1957 and most of this year. 


Nuckles Succeeded By Mote 
As Ohio Mutual Agents’ Head 


Thomas O. Nuckles of Marysville 
has resigned as president of Ohio Assn. 
of Mutual Insurance Agents effective 
Nov. 1. Mr. Nuckles has sold his agen- 
cy and is no longer in the insurance 
business. 

Directors of the mutual agents’ 
organization have elected Thomas 
Mote of Piqua to succeed Mr. Nuckles. 


Flynn, Harrison & Conroy 


Open Venezuela Office 


Flynn, Harrison & Conroy, New 
York brokerage firm, has opened an 
office in Caracas, Venezuela. Russell 
Nygren has been elected president. 
He was formerly president of American 
International Underwriters, C. A. in 
Caracas. Prior to that he had been 
with Aetna Casualty, Merchants Mu- 
tual Casualty, and in the brokerage 
business for a time. 


Trenton Field Club Formed 


Trenton special agents have formed 
an informal field club which meets on 
the first Monday of each month at the 
Marroe Inn there. John Lane of 
Reliance is temporary chairman, and 
Walter Savage of Standard Fire is 
acting secretary. 


AFIA Legion Elects 


The annual meeting of American 
Foreign Insurance Assn. “Legion,” a 
club comprised of employes who have 
been with AFIA 25 years or more, 
was held recently at New York. Theo- 
dore B. Deems succeeded Elsie J. 
Treen as president of the 72 member 
legion. Charles M. Bowers was elected 
vice-president, Emma Christofer sec- 
retary, and Archibald Cubbin Jr. 
treasurer. 
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Many Home Office 
Changes Made By 


America Fore 
Willard E. Unzicker has been 














pointed vice-president and conti Jan 
as treasurer of all America Fore man's 
panies. Harvey E. Abrams has North 
advanced from assistant controller gf C 
controller to succeed Louis M tle, § 
who retired Oct. 1. Harold J. Bad) flat 
and Almer J. Hey, formerly sec cause 
ies, have been elected vice-presid fect 

of F.&C. Mr. Hey will continue ,) 


immediate assistant to vice-preside !°5S 
Harold S. Robinson in the administy,} 54 ! 
tion of the workmen’s compensatig 
and general liability divisions. 


Sheldon Named Secretary 


Walter D. Sheldon, formerly » 
assistant secretary of Niagara, hy 
been appointed a secretary of 4 
America Fore fire companies. He sy. 
ceeds Thomas D. Hughes, vice-preg. 
dent, in the supervision of th 
metropolitan, brokerage and suburba 
departments. Mr. Hughes is now 
charge of the southern department x 
Atlanta. Wallace H. McKay, secre. insu 
tary, will be Mr. Sheldon’s immediat 
associate. 

Sylvester P. Eisemann, formerly 
manager, has been appointed » 
assistant secretary of America For 
fire companies at Brooklyn. Manvel 
Tanz, formerly resident manager, has 
been advanced to assistant secretary 
of F.&C. at Brooklyn. Walter Sichel, 
formerly superintendent of the con- 
troller’s division of F.&C. has been 
appointed an assistant secretary. 


Other New York Appointments 


At New York, secretary Norman fF. 
Andruss has assumed enlarged duties 
and responsibilities in the accounting 
and statistical department of America 
Fore, formerly handled by Mr. 
Abrams. Ernest F. Muller, formerly 
assistant manager of the metropolitan 
department, has taken on expanded 
underwriting duties in the combined 
metropolitan, brokerage and suburban 
department. Raymond C. Regan, agen- 
cy superintendent, has enlarged pro- 
duction responsibilities in that depart- 
ment. 

Robert A. Kruger, formerly assistant 
manager, has been appointed agency 
superintendent, and with Harry T. 
Murray, agency superintendent, and 
John Schnorr, superintendent of the 
brokerage division, will assist Messrs. 
Muller and Regan. 

Robert T. Israel, formerly agency 
superintendent at the home office, has 

(CONTINUED ON PAGE 38) cla 
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HteNATIONAL UNDERWRITER 


Havoc Of Inflation In The Insurance 
Business Told By Crafts Of The Fund 


James F. Crafts, president of Fire- 
man’s Fund, addressing the Pacific 
Northwest Chapter 
of CPCU in Seat- 
tle, said he views 
inflation as the 
cause and the ef- 
fect of the seri- 
ous underwriting 
losses insurance 
has recorded dur- 
ing the past three 
years. “Inflation 
js our Trojan horse 
and as such it con- 
stitutes a  chal- 
lenge to all of us, 
whether we be on the company or the 
producer side of our business or among 
the state supervisory officials,” he de- 


James F. Crafts 


Mr. Crafts pointed out that inflation 
produces the difficulty of adequately 
pricing the indemnity and services of 
insurance. “Who can deny that our 
premiums have not been and they are 
not now adequate on many classes and 
risks? In the property and _ liability 
fields we haven’t come within striking 
distance of the underwriting profit 
margins our rates are supposed to 
provide. In varying degrees that situa- 
tion has been going on since the end 
of World War II. In the important 
automobile classification most stock 
companies have been fortunate to 
break even during the past 15 years.” 

The fault, he said, in large measure 
lies within the business which was 
“not willing to accept the fact that 
inflation was, is, and will continue to 
be our insurance Trojan horse.” 


Notes Three Choices 


Three choices of solution are avail- 
able, Mr. Crafts said, commenting on 
them by application to the property 
covers. 

Through statutory enactment a full 
coinsurance clause could be required 
on all contracts. This would mean 
holding the property owner responsible 
for keeping his insurance up to current 
values. This responsibility would have 
to be based on the understanding that 
the clause would be applied without 
restraint or exceptions. 

While such a proposal might appear 
burdensome, Mr. Crafts stated, there 
is actually nothing new about it. The 
practice is in effect in a number of 
countries. Uncontrolled inflation in 
those countries required the adoption 
of the full coinsurance approach if the 
insolvency of their property insurance 
companies was to be avoided. “Could 
we adopt the principle here in the 
United States? Personally, I don’t 
think so for it is too radical a change 
and the acceptance of the 100% insur- 
ance to value concept would be diffi- 
cult to anticipate either by insurance 
departments or the public.” 

A second choice would be to apply 
to all existing rates an inflationary 
trend percentage factor, using avail- 
able government indices to determine 
what that factor should be. Mr. Crafts 
admitted there is nothing new in this 
idea either. It is also being used in a 
tumber of countries. “The principal 
objection to it in our country would be 
he difficulty of having 49 independent 
Msurance officials and many rating 
jurisdictions agree upon the indices to 
be used and how they would be ap- 
aa on the varying types of property 

” 





would be to use the traditional rating 
structure “and with the help of quali- 
fied actuaries and economists develop 
the answer to what I believe is a 
rather simple question. Take the losses 
incurred for the experience period 
being used. Determine what the dollar 
amount of those losses would have 
been had the loss occurred today and 


then project estimates as to what the 
loss would be if the occurrence were 
during the period for which we are 
now issuing fire insurance policies.” 
Applying this approach to a chair, 
and having in mind average loss costs 
for the experience period 1952-1956 of 
$36 and a current retail price of $40, 
the result would be a projection factor 
of 11%. If a policy were to be written 
for five years and the premium pre- 
paid, the projection factor should be 
25%. Some credit would have to be 
granted for increases in insurance. 
What that credit should be can be 


1] 


determined from company records and 
through adequate research. 

This third choice, Mr. Crafts de- 
clared, seems to be the most practical. 
He called it “prospective rating.” To 
emphasize its importance, he said, 
another question might be asked: “Is 
there any reason why we _ should 
deliver contracts covering for one, 
three or five years in the future 
without giving appropriate considera- 
tion to what we anticipate we will be 
called upon to pay for losses during 
that period? We thought we had the 


(CONTINUED ON PAGE 16) 








Mr. Crafts said the third choice 
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and featured the following speakers: president; Paul Neely, Claremore, 2nd 
Okla. Mutual Agents William A. Stringfellow, assistant vice-president; Glenn Webber, Okla- 
Hold Annual Meeting 4 manager National Assn. of Mutual homa City, secretary-treasurer, and 
. . Agents; George E. Herbert, Lum- He M. Auer, Oklahoma City, execu- 
Name Ellis P resident bermens Mutual, Chicago; Rolland H. ee ce 

OKLAHOMA CITY—The Oklahoma Osborne, Oklahoma City; J. B. Dyer, 
Assn. of Mutual Insurance Agents held Northwestern Mutual, Dallas; John 
their annual convention here recently Sheffler, Employers Mutual of Des Western Adjustment Holds School 
at the Skirvin Hotel. E. J. Ellis, Okla- Moines; William Butler, Oklahoma Thirty Western Adjustment adjust- 
homa City, was elected president, and Inspection Bureau; Dave Johnson, ers met in Chicago recently for a 
Edward Hood, Lawton, was named Tulsa, and R. E. Phelps, Oklahoma week of intensive casualty training. 
president-elect. City. Assembled from all 13 states served 
The two-day meeting set a new Other officers elected were Ben by the company, the school is first of 

attendance record for the association Kennedy, Oklahoma City, Ist vice- three scheduled for 1958-59. 
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Flexible Auto Rating 
Plan Hit By Critics 
In Texas Hearings 


A proposal to replace the Tex, 
uniform rate automobile insurang 
law with a flexible rating plan wy 
strongly opposed by Texas companig 
at a hearing conducted at Austin by, 
state legislative council study commit, 
tee. 

The plan had been previously adyp. 
cated to the committee by Vesty 
Lemmon of Chicago, vice-president ¢ 
National Assn. of Independent Insy. 
ers. He said that a flexible law alloy. 
ing competition would reduce rates q 
automobile insurance in Texas 
20%. 

Among those at the latest hearin 
contending that the present law ; 
more desirable was Gus Wortham 
Houston, president of American Ge. 
eral and of Texas Assn. of Fire 
Casualty Companies, who declared } 
was incorrect to say Texas has ; 
“rigid, one-rate law.” Instead, he said 
the present Texas system provide 
100 different rates for private passep. 
ger car insurance, for different typs 
of drivers and driving conditions j 
different territories ‘“commensurat: 
with hazards involved.” 

Mr. Wortham asserted that th 
present Texas system provides for th 
most comprehensive and_ equitabk 
rates possible. With 440 companie 
writing automobile insurance in th 
state, he said, the proposed flexibk 
rate law would permit 440 differen 
kinds of policies at 440 different rates 

The present Texas law, which per 
mits companies to charge lower rate 
through payment of dividends re. 
turned on premiums at the end of: 
policy period, Mr. Wortham contended, 
“provides the end the flexible rates 
seek.” 

Mr. Wortham and Gordon Yeargan 
of Dallas, president of Trinity Univer- 
sal, both told the committee that 
starting rates are higher in most states 
with flexible rate laws than in Texas 
with its uniform rate law. Mr. Year 
gan said his firm operates in 30 states 
most of which have flexible rate laws, 
and “in most of them we collect mor 
money to begin with than in Texas’ 

Austin Allen of Dallas, chairman 0 
Employers Casualty, challenged : 
statement by Mr. Lemmon that th 
cost of paying dividends was high, 
making a good reason the divideni 
method should be replaced by a flex: 
ble rate. Mr. Allen said the averag 
cost to his company of paying div: 
dends on private passenger car policié 
was only 27 cents and the total cost i 
processing dividends was only .32% #! 
premiums. 


Audits for Casualty end 
Inland Marine Carriers 


K. L. PEARCE COMPAN! 


PAYROLL AUDIT SERVICE 


Payroll Audit Service—has the abitity and § 
to get the job done adequately. 


Prompt Service—Payroll and other casualty 
by representative field auditors. 


AGENCY CONTACT ALWAYS 


HOME OFFICE: INSURANCE EXCHANGE Bldg. 
DES MOINES, IOWA © Phones CH 3-649, CH 
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*Building protection insurance deficiency 


The American Insurance Group’s new 
“COVERAGE-T0-VALUE” Promotion Kit helps cure it! 


Has your client healthy insurance protection —up-to-date 
and in sufficient amounts? Or has he an alarming case of _ 
Coverage Anemia? The American Insurance Group’s new 
Current Cost Estimator can help you—and your client— 
decide. 


This useful Estimator is just one of the dramatic selling 
tools contained in The American Insurance Group’s new 
“Coverage-to-Value” Promotion Kit. It’s designed to 
help you alert clients to possible inadequacies in their 
present building-and-contents protection ...and convince 
them it is necessary to do something about it, now! 


The other sales aids in this unique kit add further per- 
suasive facts and figures to your case for proper insur- 
ance-to-value. The American Insurance Group offers this 
kit to its Producers as a practical, profitable sales tool 
...to help them perform an important service for their 
clients and, incidentally, to increase premium income 
from current customers. 


To find out what this kit can do for you, contact your 
nearest American Insurance Group Branch Office. 
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SEES GOOD FUTURE 


Fire-Casualty Stocks 


Emerging From Their 
Time Of Troubles 


Levering Cartwright, president of 
Cartwright, Valleau & Co. of Chicago, 
insurance stock investment specialists, 
addressing the Exchange Club of 
Kankakee, said the prospects for 1959- 
60 in the field of fire and casualty 
stocks are “excellent.” There has al- 
ready been an upsurge in these 
stocks. Fire and casualty companies 
are emerging from a three-year period 
of adversity, he said, remarking that 
he believes they are strengthened by 
the ordeal. 

The companies were hit with ex- 
hausting underwriting deficits, but 
now are getting relief in rate in- 
creases, closer underwriting, a firmer 
position in dealing with agents and 
brokers, and better economy on the 
expense side. Practically all of the 
companies, Mr. Cartwright averred, 
are in a position to increase dividends 
to stockholders as soon as underwrit- 
ing profits replace losses. 





Looks For Income Reward 


It is on the investment income side 
that the fire-casualty stockholder 
looks for his reward, the speaker ob- 
served. Compared with 1929 markets, 
companies are paying out only half 
as much. Thirty years ago the insurers 
were paying out in dividends 100% of 
investment income and selling at the 
high points to yield about 2%. Today 
these companies are paying less than 
50% of investment income as div- 
idends and yielding 5%. 

Mr. Cartwright opined that fire and 
casualty stocks have a fine place in 
the investment scene. Except for the 
occasional moment when there is an 
epportunity for sharp market improve- 
ment, they are stocks to be kept rather 
than traded. The buyer gets a yield 
of 3 or 4 or 5%, but the dividend of a 
fire-casualty company is_ reliable. 
These companies do not increase divi- 
dends unless it is believed that the 
rate can be continued forever, and 
Mr. Cartwright compared this with 
buying the equivalent of a bond inter- 
est. If the stock goes down the stock- 
holder gets the same rate of interest 
that he had originally, plus the self- 
correcting features in fire and cas- 
ualty insurance which overcome what- 
ever it was that caused the market to 
go off. 

Fire and casualty insurance is a 
cyclical business, and there is not the 
prospect of uninterrupted growth that 
life insurance stocks offer, Mr. Cart- 
wright said, but over the years there 
is appreciation of values and a buildup 
of investment income with which to 
improve dividends. 

He said a pay-out of 70% of invest- 
ment income would be a policy of con- 





Leaders of the Illinois Blue Goose pond at the dinner last week in Chicago at 
which 10 goslings were initiated, from the left: Harold Scott of American, guard- 
ian; Dale Stentz, Western Adjustment, custodian; James D. Streich, St. Paul 
F.&M., MLG, and Kent Macy, New York Underwriters, wielder. J. J. Rusco, 
Aetna Fire, the supervisor, and L. G. Hines, Ohio Farmers, the keeper, were 


not able to attend the Chicago meeting. 





PR Themes Must Stress 
Business’ Real Purpose, 
Lashmet Tells Parley 


Should the fire and casualty busi- 
ness stop basing its public relations 
and advertising activity upon the pos- 
itive and happy themes recommend- 
ed by current research, and stress that 
its real purpose is to deal effectively 
with loss and trouble? 

That is what his own company in- 
tends to do, Earle N. Lashmet, senior 
vice-president Liberty Mutual, told 
the annual advertising-sales confer- 
ence of the American Mutual Insur- 
ance Alliance which recently conclud- 
ed at Atlantic City, N. J. 

The greatest single asset in promo- 
tion work is believability, Mr. Lash- 
met said, and stated that if this qual- 
ity of believability is dissipated by a 
false or irrelevant approach, the faith 


and attention of the public is lost. “We 
should be suspicious of any attempts 
to convert our business from what it 
really is—a service that deals with 
loss and trouble—into something else 
that is all rosy and pleasant,” he said. 

The breaking of new ground often 
has been expensive, and probably will 
continue to be so in the future in 
such fields as aviation and nuclear 
energy, Mr. Lashmet noted. Mu- 
tual companies must increase their 
share of the insurance market in order 
to finance such future demands, since 
they cannot resort to such devices as 
securities issues to build surplus, he 
said. 

The historical advantage of lower 
cost that mutual fire-casualty insur- 
ance companies have had is diminish- 
ing steadily, Mr. Lashmet noted, so 
future growth must be based upon 
stressing the combination of small ad- 
vantages which it offers rather than 
the single large advantage of price. 


Delay Blasting Of 
‘Overcharges’ Until 
Facts Are Certain 


Claims executives were urged by 
Dr. Louis M. Orr, president-elect Pr 
American Medical Assn., addressin; 
the annual meeting of Internation, 
Claim Assn. at French Lick, Ind.,, t 
make sure there is a valid grievany 
before letting off a blast at a docto 
for what may seem like an overcharge 

Dr. Orr also urged his listeners no 
to make blanket condemnations of the 
medical profession because a_ small 
number of doctors behave unethically 
in this respect. 

“If you feel you have a well founded 
grievance, my suggestion would be to 
discuss it with the medical society in 
the area involved,” he said. “The rea- 
son I say ‘well founded’ grievance is 
that many situations seem, on the 
surface to be irregular and the basis 
for a grievance. Further investigation, 
however, indicates there was no ir- 
regularity. If a fee is questioned, that 
too may seem more reasonable when 
all the facts are in.” 

Dr. Orr said the medical director of 
an insurance company is in a position 
to play a key role in reducing misun- 
derstandings which involve insurance 
and medicine because he can appraise 
a given situation as a physician and 
secondly he can be the company’s best 
liaison in discussing problems with 
physicians, whether on a direct basis 
or through the medium of a commit- 
tee, if that is desired. 


“There is no doubt in my mind that 
if voluntary health insurance is going 
to continue to work properly and satis- 
factorily for patients, we in the medi- 
cal profession and you in the health 
insurance industry must act like the 
partners we are in this field,” he said. 





servation in times of normal under- 
writing conditions, so a company to- 
day that pays $2 on an investment 
income of $4.25 might before long be 
expected to have a dividend of $3. 
Such a company today, he said, can be 
bought for $42, yielding 4.7% on a 
pay-out of 50% of investment income. 
If the dividend were $3, the yield 
would become 7% on the current pur- 
chase price, but by the time that took 
place the fire-casualty stocks would 
be more favored as investment and 
the company could be expected to sell 
at 15 times investment income in- 
stead of 10, making its worth approx- 
imately $64. 

It would be a reasonable expecta- 
tion, he said, for the investor at to- 
day’s levels to receive 6 or 7% on its 
purchase price by next year and to 
enjoy an average annual appreciation 
in the market value of a stock of 5% 
a year. Chances are that he would do 
better, but Mr. Cartwright warned if 
he bought on substantially greater ex- 
pectations the buyer might be disap- 
pointed. 





Officers of Illinois Assn. of Insurance Agents pictured at the annual meeting 
last week in Chicago, from the left: J. Oliver Orr, Springfield, treasurer; F. 0. 
Waller, Galva, executive vice-president; Joseph F. Prola, Springfield, secre- 
tary; Frank R. Miley, Chicago, president; George J. Nicoud, the executive man- 
ager, and Charles A. Bryant, Peoria, chairman. 

The Illinois association’s state director is H. W. Mullins of Rockford. 
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sign up with New York Life! 









A COMPLETE LINE OF POLICIES 
—LIFE, A&S, GROUP! 


New York Life offers all the modern 
coverages your clients want—all at at- 
tractive commission arrangements for 
you! Included are Whole Life—now 
more popular than ever before—plus 
brand-new coverages such as: Em- 
ployee Protection Plans with Major 
Medical for 5 or more employees (avail- 
able in most states), Accident & 
Sickness plans, including non-cancel- 
lable (to age 65 or 60) Income Protec- 
tor Policies, Family Insurance and 
now the Assured Accumulator. 






“Eager to Serve” 
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HARD-HITTING NATIONAL 
ADVERTISING SUPPORT! 


Month after month, hard-working New 
York Life ads reach millions of top in- 
surance prospects who read such lead- 
ing national publications as Life, Look, 
Saturday Evening Post, Better Homes 
and Gardens, Time, Business Week— 
and Sunday newspaper magazine sec- 
tions. It’s a campaign that backs up 
your own personal selling! 








FULL-TIME SERVICE 
TO BROKERS! 


New York Life’s skilled brokerage spe- 
cialists are ready to give you all the 
product facts and selling help you need 
to clinch the sale. These are salaried 
men whose full-time job is to work with 
you. They’re located in major markets 
—ready to help you earn more com- 
mission dollars! 


Get all the facts today! Write to: 


Brokerage Division 


New York Life 


Insurance @® Company 


51 Madison Avenue, New York 10, N. Y. 


Life Insurance »* Group Insurance + Annuities * Accident & Sickness Insurance * Pension Plans 
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Insurance Inflation Havoc Told By Crafts 


(CONTINUED FROM PAGE 11) 


answer when we amended our tradi- 
tional rating plans to include the 
weighted average, past experience 
approach, but it has fallen so far 
short of providing adequacy that we 
must adjust our thinking and our 
planning to a sound prospective rate 
making procedure. 

“Without such an adjustment it is 
wishful thinking when we go on 
hoping for the profits to which we are 


entitled while we continue to offer our 
‘goods’ at inadequate prices .. . If 
there are any who remain unconvinced 
that there is a real need for the 
modernizing of our rating techniques, 
I would offer this suggestion. Let us at 
least recognize the once hidden but 
now apparent harm we are suffering 
from inflation and plan a forthright 
attack before there is an impairment 
of our capacity to meet the insurance 


needs of the public.” 

Another step which would be help- 
ful in controlling inflation touches the 
three or five year policies. Mr. Crafts 
remarked that term insurance has 
long been a tradition, particularly in 
the fire business, and it does involve 
some expense saving. The inherent 
weakness lies in the inability of 
underwriters to apply current rates. 
Whether those rates involve an in- 
crease or a decrease is immaterial. 
Here again the correction is a rather 
simple one and it ties in with the 
partial premium payment procedure 
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being advocated by many companies 

“We can forget our concern over 
term contracts,” he said “so long ag 
the premium is paid annually at the 
current rate level. This will provide 
underwriters with an increased prem. 
ium income when rates are rising ang 
also benefit the property owner when 
experience warrants a rate decrease. 
If this practice were adopted it woulg 
make little difference whether the 
policy were issued for three, five or 
even ten years.” 

Still another facet of rate making 
procedures under the shadow of infla- 
tion, he commented, is the fact that 
there appears to be a_ correlation 
between the troubles of underwriters 
caused by inadequate rates and the 
adoption of the all-industry rating 
statute) Many segments of the busi- 
ness had to be _ considered. This 
brought about many compromises. 
“One that has been very detrimenta] 
to the interests of the capital stock 
companies, was control of the price 
which the public would pay for capital 
stock indemnity and services, whereas 
there was no control over dividends 
and thus the ultimate price paid by 
policyholders of participating compan- 
ies.” 

An analysis of how the all-industry 
statute has operated prompts the 
conclusion that the time has come for 
a readjustment in some of its impor- 
tant phases, Mr. Crafts stated. 


Urges Statute Amendments 


There are a number of specific 
amendments to the all-industry statute 
that should be made, and one, Mr. 
Crafts averred, “is an immediate 
must.” It is the belief of most attor- 
neys that under the present law the 
companies have virtually no _ legal 
rights, at least none that can be 
effectively enforced and secured in 
court within a reasonable time to be 
of any practical benefit to insurers 
and their shareholders. Filing and 
hearing procedures are clearly laid 
down, but so many attempts to follow 
the required course have ended in a 
dead-end street that “it is most frus- 
trating to say the least. 

“If we are to continue the all- 
industry statute,” he declared, “then 
it is essential that we short-circuit the 
appeal from an insurance department 
hearing to a process that will permit 
prompt judicial review on the part 
of the highest court in each state. We 
have abundant evidence to warrant 
the statement that delays in obtaining 
adequate rates, whether the result of 
misunderstandings or disagreements, 
or the effect of political overtones, are 
not in the public interest and have 
the ultimate effect of impairing the 
ability of underwriters to operate at a 
reasonable profit.” 
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HeNATIONAL UNDERWRITER 


Look At Direct Billing, Continuous Policies 


For 10-Point Savings, 


(CONTINUED 


thing, he asked, to see insured every 
time with a bill in hand? Does this 
make the customer want to see the 
agent? If he is selling accounts and 
not policies, wouldn’t it be better to 
make his sales contacts at other than 
renewal time? 


Effect Of Monthly Payments 


With the spread of plans for month- 
ly payment of premiums the renewal 
date becomes unimportant, he sug- 
gested. Some surveys indicate people 
prefer that the agent mail the renewal 
—and not make personal contact at 
that time. This is particularly true in 
urban areas. Certainly the agent 
doesn’t have to wait (and perhaps 
shouldn’t) till renewal time to alter 
policies, if they should be altered. This 
is an area in which some market re- 
search could be done. But he doesn’t 
think the agent should be afraid of 
losing contact with customers simply 
because he doesn’t see insured at re- 
newal time with a bell in hand. Times 
other than renewal are better, and the 
agent can do more for insured. 

Mr. Brain observed that extension 
of credit is a two edged sword; it can 
work against the agent (as well as for 
him) in way of higher costs and 
therefore lower earnings. He cited the 
example of insured who always asked 
the agent for credit, but when the in- 
surer took over the billing he paid 
two weeks before due date. 


Ownership Of Expirations 


As to ownership of expirations, this 
should be clearly stated in the agency 
contract and, because the insurer will 
be in charge of “credit,” the contract 
should be modified where it refers to 
agency indebtedness. 

Mr. Brain said direct billing would 
not necessarily mean a change in un- 
derwriting standards or other prac- 
tices. 

If the agent still fears losing con- 
tact with the customer and making 
his relationship with insured imper- 
sonal, there are other ways to serve 
insured better and improve the rela- 
tionship. One way, he suggested, is 
for the agent to pay small losses. He 
believes that an insurer that will au- 
thorize an agent to bind it for thou- 
sands of dollars of liability might well 
permit him to pay claims in the tens 
of dollars. This is, he said, a big public 
relations opportunity. 

Another service is for the agent to 
get into payroll auditing where he has 


Missouri Agents Told 


FROM PAGE 1) 


the chance of saving the customer real 
dollars. Also, the agent can audit in- 
surer’s coverages and survey his phys- 
ical exposures. This could be profit- 
able on personal lines, he pointed out. 
State Farm, with five million cars in- 
sured, has medical payments on four 
million, comprehensive on three out 
of four, and collision on three out of 
five. 

There are terrific problems in the 
business today, he declared. Hereto- 
fore the agency system’s answer to its 
problems has been price increases. 
Competitors have been glad “to let 
us lead the way.” 

Mr. Brain said the evidence indicates 
that the direct writers may not for- 
ever maintain their 20% differential 
on price as compared with bureau com- 
panies. But they don’t need to, he 
said. For as prices rise the percentage 
can drop and still leave these com- 
petitors a substantial dollar differen- 
tial. To illustrate, 20% of $100 is $20, 
but 15% of $200 is $30. 


People Spend, Save Dollars 


People don’t spend percentages—or 
save them. They spend—and save— 
dollars. 

On a recent trip through the south- 
east, Mr. Brain commented, he saw 
little insurance advertising except by 
price competitors. An exception was 
Hartford Accident, which, in the 
smaller cities and towns, is aiding 
agents in putting up signs. This com- 
pany also, he said, is letting its agents 
settle small losses. 

Agents, Mr. Brain believes, do not 
need to fear direct billing. With it, 
there could be eliminated from the 
cost, as reflected in the rate, of not 
takens, of policy issuance (continuous 
policies), credit losses, and company 
accounting of outstanding agency bal- 
ances. 


Why Don’t Agents Take Lead? 


The squeeze is on, he declared. Why 
not initiate with the companies action 
to study this modern technique? It is 
generally agreed that the public ac- 
cepts change faster than agents do. 
For once, he urged, why don’t the 
agents take the lead? 

What are the threats to ownership 
of expirations posed by direct billing, 
Mr. Brain was asked. If the company 
bills insured without notice to the 
agent, the agent needs a method of 
coordination so the agent can keep 
track of expirations, he replied. The 
agent then can try to get insured to 


renew if he shows a disposition not 
to do so, and he can change insured to 
another company if he wishes to do so. 

Farm writing companies are using 
direct billing, one agent pointed out. 
They send the bill to insured and a 
notice to the agent. Perhaps that sys- 
tem could be adapted to other busi- 
ness. 

Mr. Brain observed that the agent’s 
customers are never going to ask for 
direct billing. But it could help keep 
agency earnings up and keep the 
agency system price close to its com- 
petitors. 


Nashville Group Buys 


Louisville Insurer 

Three Nashville insurance men re- 
cently bought a majority of the out- 
standing shares of Thomas Jefferson 
of Louisville. 

Julian Zander, Alvin Friedman and 
Allen Eskind, all of the Zander agency 
of Nashville, bought 94,000 out of 
100,000 shares outstanding of the 
company. Thomas Jefferson, founded 
in 1944 to write fire and extended 
coverage on a monthly industrial pre- 
mium plan, is licensed in Kentucky 
and Tennessee. 

Allen Eskind will be president and 
manager of the company, and Charles 
W. Milner, who was also with the 
previous ownership, will remain as 
vice-president in charge of Kentucky 
and home office operations. 
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Mutual Companies 
Elect Christensen 
At Atlantic City 


George A. Christensen was elected 
president of National Assn. of Mutual 
Insurance Companies at the annual 
meeting in Atlantic City, which had 
an attendance of more than 1,100. Mr. 
Christensen, secretary Bear River 
Mutual, Salt Lake City, joined the 
company in 1918. 

C. B. FunderBurk, general manager 
Cotton States Mutual, Atlanta, was 
named vice-president. 

The five conference sections of.the 
association also elected officers at 
their annual meetings Oct. 7-8. 

The new chairmen are: casualty 
conference, A. A. Alderfer, president 
Harleysville Mutual Casualty; city fire 
conference, Walter L. Smith Jr., sec- 
retary-treasurer Philadelphia Contri- 
butionship for the Insurance of 
Houses from Loss by Fire; crop hail 
conference, Albert Rutledge, assistant 
secretary Farmers Mutual Hail of 
Iowa; farm fire conference, Raymond 
P. Spang, secretary Countrymens Mu- 
tual Fire, Lebanon, Pa., and farm 
windstorm conference, Frank P. Blake- 
more, secretary Farmers Mutual 
Windstorm, Columbia, Mo. 
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Nov. 6-7, Central Claim Executives Assn., an- 
nual, Sheraton Hotel, Chicago. 


Nov. 6-7, Kansas Assn. of Mutual Insurance 
Companies, Newton. 


Nov. 16-18, Kentucky Assn. of Insurance 
Agents, annual, Kentucky Hotel, Louisville. 


Nov. 17-19, Indiana Assn. of Insurance Agents, 
annual, Claypool Hotel, Indianapolis. 


Nov. 20, Insurance Federation of New York, 
anrual, Waldorf-Astoria, New York City 


Nov. 20-21, Conference of Mutual Casualty 
Companties, accounting and statistical, office 
methods, and personnel conferences, Conrad 
Hilton Hotel, Chicago. 


Nov. 24-26, National Assn. of Independent 
Insurers, annual, Hotel Fontainebleau, 
Miami Beach. 


Dec. 10, Eastern Underwriters Assn., annual, 
Biltmore Hotel, New York City. 


Dec. 15-19, National Assn. of Insurance Com- 
missioners, midwinter, Roosevelt Hotel, New 
leans. 


Dec. 28-28, American Assn. of University 
Teachers of Insurance, annual, LaSalle Hotel, 
cago. 


American Surety And Its 
Life Affiliate Hold Open 
House In New Ind. Office 


More than 300 members of the 
Indianapolis insurance community ac- 
cepted the hospitality of American 
Surety and American Life at an open 
house in connection with the formal 
opening of the new Indianapolis 
branch office at 3590 North Meridian 
street. Randolph E. Brown, first vice- 
president of American Surety and a 
vice-president of the wholly-owned 
life subsidiary, was present to greet 
the guests along with Mark S. Allison, 
Indiana manager of the two companies. 

The new offices occupy 5,000 square 
feet in a new office building in an 
area of insurance home and branch 
offices about three miles north of the 
downtown district. The building’s 
ceramic tile foyer was designed and 
constructed in Italy. 

Concurrent with the reception, 
$400,000 worth of life business was 
presented to Mr. Brown for the first 
two weeks of October. The life com- 
pany has been doing business in 
Indiana for only about four months. 
Accident and sickness lines will be 
added in November, to be written from 
the same office under the direction of 
Mr. Allison. 


Two New Foster Offices 


Foster Adjustment Co. of Sioux 
Falls, S. D., has opened new offices in 
Estherville, Ia., and Huron, S. D. 

At Estherville, Robert Ingemann is 
in charge, handling the north central 
counties of Iowa. Mr. Ingemann pre- 
viously was with Hartford Accident 
and North America as staff adjuster. 

James Ellwein is manager at Huron. 
He is a graduate of University of 
South Dakota law school and has been 
staff adjuster with Travelers. 


O’Connor To Adjusting Firm 


William T. O’Connor has joined 
Cornwall & Kennedy, Hartford adjust- 
ers, and will supervise fire and marine 
losses. He was formerly loss superin- 
tendent for Security-Connecticut in 
charge of middle Atlantic and southern 
states. 


Standard Accident Appoints Illy 


Appointment of A. Lester Illy as 
claim department manager at Cleve- 
land has been made by Standard Acci- 
dent. Mr. Illy joined Standard Accident 
in 1945 as claim representative in De- 
troit and later became claim supervisor 
and assistant manager of the claim de- 
partment, the position he held until 
his recent appointment. 
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HteNATIONAL UNDERWRITER 


Analyzes Pennsylvania Fire Rate Hassle 


(CONTINUED FROM PAGE 6) 


really front page news. National Bur- 
eau recognized that fact long ago and 
decided to make the headlines in be- 
half of the companies fast with ac- 
curate information. This has been ac- 
complished by “conditioning” publicity 
to prepare the public for rate increases 
and to explain why they are necess- 
sary. 

ak example, in the summer of 
1957 the bureau distributed‘to the edi- 
tors of 1,800 daily and 7,300 weekly 
newspapers countrywide, as well as 
all news Magazines, a press release 
which led off with this statement: 
“Automobile accidents caused by in- 
sured motorists cost insurance com- 
panies more than the earned premi- 
ums for automobile liability insurance 
during 1956, resulting in a large un- 
derwriting loss for the companies. . . 
This was followed by detailed facts 
on the then current automobile lia- 
bility situation. 

In November 1957 another widely 
distributed release announced that 
motorists in most states faced higher 
charges for automobile liability insur- 
ance in 1958. It also stated that as in- 
flationary pressures continued to push 
up the costs of settling accident 
daims incurred by insured motorists, 
rate revisions during 1958 would un- 
doubtedly involve rate increases. A 
factual explanation followed. In June 
of this year another conditioning re- 
lease described the factors which 
drove the business deeper into the red 
in 1957 with underwriting losses at an 
all time high. An explanation of why 
rates are inadequate and increases 
are needed was included. 


Beat Others To Headlines 


This constant and _ strategically 
timed effort prepares the public mind 
for subsequent rate changes. National 
Bureau takes the offensive and does 
not allow political or other interests to 
set the companies back on their heels 
by beating them to the headlines. 

In addition to this program of 
countrywide releases, National Bur- 
eau cooperates with reporters and 
columnists who are sincerely interest- 
ed in bringing the automobile rate 
facts of life to their readers. For ex- 
ample last August, William  D. 
Schlemmer, highly regarded columnist 
of the Akron Beacon Journal, visited 
the bureau and took away enough in- 
formation to condition the public in 
his area. His first column in a series 
of five was headed: We Pay Top 
Costs Here; We May Be Hit Hardest 
Again. He made it clear that the 
companies were going after another 
automobile liability rate boost in Ohio 
and he gave the reasons in layman’s 
language. In a boxed preface to the 
article, the editor pointed out that 
every time a careless driver or a hot- 
todder has an accident, or a jury 
hands down a large accident verdict, 
the careful driver is taxed. 

Mr. Schlemmer’s series went on to 
explain the factors that boost rates, 
aalyzed the particular problems in 
connection with youthful drivers, and 
outlined the practical difficulties of 
safe driver merit plans. Finally, he 
Pointed out to Akronites that they 
dl ‘ 


were paying “peanuts” for automobile 
insurance compared with drivers in 
metropolitan areas, especially in the 
east. Mr. Schlemmer pointed out that 
from 1947-1957 the average price of 
car insurance nationally jumped 
64.4% but in Ohio the increase was 
only 29.6%. 


Other Bureau Public Relations 


This series is an outstanding exam- 
ple of the bureau’s success with a 
forthright and planned approach 
which induces newspapers to explain 
the companies’ position instead of 
casting suspicion upon it. Most im- 
portant of all, the companies walk in- 
to the public eye; they are not 
dragged in by the heels. 

In addition to the conditioning pub- 
licity effort, National Bureau natural- 
ly presents the facts about rate re- 
visions as they become effective. 
Whether increases or decreases are 
involved, the facts are forthrightly 
presented to a public already made 
receptive by preparatory material on 
a continuing basis. 

At public hearings news releases 
and fact sheets, prepared by the bu- 
reau, are distributed to the press. At 
the New York automobile rate hear- 
ing, a representative of the bureau’s 
publicity department who spoke the 
newspapermen’s language attended, 
presented them with the facts and 
answered their questions. 


Unappreciated Effort 


This over-all effort of the bureau 
may not be widely known or appre- 
ciated in the business. It illustrates 
what the companies can do to uphold 
their viewpoint on rate filings even 
within the present restrictive confines 
of laws which permit everyone to dis- 
cuss filings specifically except the 
people with the facts. That paradoxi- 
cal situation is similar to the opening 
scenes of some of the TV westerns. 
The hero is lashed to a tree while 
the “bad guys” take turns booting him 
in the bridgework. Tired of dropkick- 
ing, they burn his homestead, make 
off with his prize heifers, his girl 
friend or both. But he wriggles free 
and gets everything back in time to 
flash his incredibly intact teeth in the 
final commercial. 

The companies are also lashed to a 
tree by legal knots. If they can’t 
wriggle free, the best alternative 
seems to be National Bureau’s im- 
aginative approach to the problem of 
“sittin thar fustest with the mostest” 
public information in the matter of 
rate filings. They may not come up 
smiling invariably like the TV heroes, 
in the last act, but their expression 
should be a lot happier than if they 
continue to let themselves be booted 
around by political and other interests. 


Deny Va. Fire Deviations 


The state corporation commission of 
Virginia has denied a 20% fire rate 
deviation application by Harford Mu- 
tual of Bel Air, Md., and one of 25% 
by American Druggists. Virginia Assn. 
of Insurance Agents opposed both ap- 
plications. 
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HieNATIONAL UNDERWRITER 


Editorial Comment 
Microscopes And Telescopes 


When anything goes wrong with a 
business or other human institution, 
two types of men pop up to set things 
right—microscope men and _ telescope 
men. In the insurance business, to 
date, the microscope squad has taken 
the lead in ferreting out what is wrong 
and in suggesting remedies. Since no 
detail can escape the microscope they 
have spotted practically every minute 
defect in the business—down to an 
extra cigar on a field man’s lunch bill. 

Other dedicated researchers are 
reported to have learned that an agent 
who had represented the company 
only 23 years and 9 months was about 
to receive a 25 year representation 
plaque. They thwarted this move with 
resulting savings in the neighborhood 
of $30. Microscope men have probably 
made other notable discoveries, and 
they can be pardoned for missing some 
of the bigger issues which won’t fit 
under their lens. These will have to 
be discovered by the telescope men, but 
the business does not seem quite ready 
to let them go into action. 

This may be because the telescope 
wielders have their eyes on far-off 
goals. They are considered impractical. 
Of course the microscope crew is high- 
ly practical. 

What is a practical man? Isn’t he, 
by definition, one who has been daily 
practicing the very procedures which 
could not prevent the business from 
getting into its present difficulties in 
the first place. Who were the practical 
men when the country had a trans- 
portation problem? They were horse 
breeders, livery stable owners, and 
blacksmiths. They didn’t put the 
country on the highways. A tinkerer— 
a telescope man in a tool shed—did 
that job. He spent no time finding out 
what was wrong with horses and 
buggies—he found out what was right 
with gasoline engines. Thus the Ford 
automobile. Candle manufacturers and 
the owners of the gas industry were 
the practical men when the country 
needed more light. They didn’t provide 
it. Another telescope man—derided 
and thwarted for years—came up with 
the Edison light. In insurance, mer- 
chandisers with long experience in 
other fields took a look at the possibil- 
ities in a business which had not 
changed basically since its inception. 
they proceeded to change it. They 
were not practical insurance men, so 
they were not hamstrung by practices 
considered sacred by those in the 
business. 

There are telescope men available 
to the insurance business. They may 
roughly be defined as those with a 
different perspective. Some of them 
are in the business itself. But, perhaps, 
the best supply of star-gazers is in 
other fields. The men who supervise 
the dealer set-up for General Electric, 
for Westinghouse and other industrial 
giants, just possibly might be able to 
furnish an idea for sales supervision 
in insurance. Men in the business 
who process the infinite data involved 
might also have an idea or two about 
centralization of detail. Why not ask 
them? Because they are not practical 


insurance men. 

Reputable management consultants 
are good telescope men. They fix a 
cold eye on a management’s long- 
range objectives and bring experience 
from their investigation of other or- 
ganizations to shed light on problems. 
Some managements are appalled at 
the idea of consulting “outsiders” but 
that word in itself describes what is 
possibly needed. Houdini used to allow 
himself to be laced in a strait-jacket 
and tossed into the river. After an 
eternity of suspense to the watchers 
on shore, his head popped out of the 
water. He knew how to work from the 
inside out. Perhaps the business does 
too, but why go to all the trouble. 
There are people who might know how 
to loosen the knots and prevent more 
from being tied. 

Why not let the “impractical” tele- 
scope men help to fix the course the 
business must take to compete. Then 
the present practical men can con- 
tinue to administer changed daily 
practices, and even the microscope 
men can be restored to their rightful 
function of watching detail, not chart- 
ing courses with pigmy perspective.— 
J.N.C. 





Deaths 


JOHN A. DOWNEY, 55, past presi- 
dent of Insurance Agents Assn. of St. 
Paul, was found dead in his office of 
a gun wound. 


CALDER W. SEIBELS, 56, vice- 
president and director of South Caro- 
lina Ins. Co. and Consolidated Ameri- 
can and executive vice-president and 
director of Seibels, Bruce & Co. of 
Columbia, S. C., died after a short 
illness. He had been with Seibels, 
Bruce since 1924, becoming assistant 
manager in 1936. In 1938, he became 
vice-president and a director of South 
Carolina Ins. Co. 


I. G. STRAUSS, president and 
founder of Strauss, Zahn Co., Mil- 
waukee adjusters, died. 


CHARLES J. SCHIEMER, 64, who 
headed the insurance agency bearing 
his name in Columbia, IIl., was injured 
fatally in an automobile accident near 
Columbia. He died of his injuries in 
St. Clement’s Hospital in Red Bud, III. 


RICHARD L. NELSON, 43, region- 
al sales manager of Allstate at Phila- 
delphia, died there. Previously he had 
been with Booth, Potter, Seal & Co., 
Philadelphia brokers. 


THOMAS E. SEARS, 76, president 
of the Boston brokerage firm bearing 
his name, died while speaking at a 
testimonial dinner. He entered the 
insurance engineering field in 1903 and 
became the first sprinklered risk en- 
gineer employed by the Chicago Board. 
He later joined the Minneapolis Board 
as an electrical engineer and the 
National Board as an engineer inspect- 
ing municipal fire protection. He was 
also an engineer for Associated Fac- 
tory Mutuals for many years and a 
special agent for Continental. Mr. 
Sears went with one Boston agency as 
an engineer and became a partner in 


another, and in 1918, he established 
his own firm. Two sons, Thomas E. Jr., 
and Richard W., are associated with 
the Sears brokerage agency. 


PAUL FRY, retired Chicago branch 
secretary of National Automobile Un- 
derwriters Assn., died at Chicago after 
a brief illness. 

Mr. Fry retired from NAUA in 1956 
after 44 years with the organization. 
At that time he was the oldest employe 
in point of service, all in the Chicago 
office. He started in the automobile 
insurance business in 1913 with the 
old Western Automobile Underwriters 
Conference, which became the western 
branch of NAUA in 1930. He watched 
the business grow from fewer than 
one million vehicles to more than 62 
million on which insurance premiums 
increased from $6 million to $4% 
billion at the time of his retirement. 

In his early career, Mr. Fry was 
also assistant secretary of Automobile 
Protective & Information Bureau, now 
the National Automobile Theft Bur- 
eau. 


CHARLES E. NIXON, 68, president 
and co-founder of Republic Indemnity, 
died in Columbus, O. 





Fireman’‘s Fund To 
Absorb Its Indemnity 
Affiliate At Year-End 


Fireman’s Fund Indemnity, owned 
by Fireman’s Fund, will be merged 
with the parent at the end of this year. 
The merger is a move toward oper- 
ating economy. Agents for the indem- 
nity company are now being licensed 
either for Fireman’s Fund or National 
Surety. The change will make the 
Fund group consist of Fireman’s Fund, 
Home F.&M. and National Surety. 


McShane To Ann Arbor 


Robert McShane, special agent of 
Citizens’ Mutual Automobile for eight 
years, is joining the Shehan Insurance 
agency, Ann Arbor, Mich. Lee Miller 
will replace Mr. McShane in south- 
eastern Michigan. 


Stocks 


By H. W. Cornelius, Bacon, Whipple & Co. 
135 S. LaSalle St., Chicago, October 28, 1958 








































Bid Asked 
0 151 Bid 
Aetna Fire 72% 73% 
Aetna Life 198 203 
IO,  caicsntinitesaciccecetenenissinvnedate 31% 33 
American Equitable ... 3612 3742 
American (N. J.) ......... 27 28 
American Motorists .... 14% Bid 
American Surety .............ccccccssseeees 18% 191% 
Boston 31% 32% 
Camd Fire 32% 3342 
Continental Casualty ................... 99 101 
Crum & Forster com. 63 65 
Federal 50'2 52 
PRINS. TID rcscscscsccccssnsesssesnecoee 54 55 
General Reinsurance . 65 66% 
Glens Falls. ...................: 34 35 
Globe & Republic ..... 20 21 
Great American Fire ................... 41% 4212 
ID SII © satis caste cecseticcsnaen 182 186 
ng _, a nae 40 41 
EE We WERE adenceienastcessczeresdsbnoccnonns 46 47 
Ins. Co. of No. America 111 114 
Maryland Casualty ......... 39%, 41 
Mass. Bonding ......... 36% 3742 
National Fire ....... 96 Bid 
BIE TEIOR: censcinsestcsreciastcocesiaicncs 41 42% 
New Amsterdam Cas. ................ 48 50 
New Hampshire ....... 4142 43 
North River ....... 37 38 
Ohio Casualty ... 23 24 
a. 7342 744 
RE See 1444 15% 
Reinsurance Corp. of N.Y. ........ 16 17% 
Reliance 45 46 
ah 51 52% 
Springfield F. & M. 32 33 
Standard Accident 20.0.0... 491 51 
Travelers . 89 91 
sl A ce See NETe ee 70% 72 
U. S. Fire 27 28 
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Hardware Mutuals 
To Organize 'Life 
Running Mate 


Hardware Mutuals of Stevens Point, 
Wis, have taken preliminary steps to 
organize a life insurance running mate. 
The companies already are writing 
hospital and surgical coverages. 

The new company will be titled 
Sentry Life. It will be a wholly-owned 
subsidiary of the Hardware Mutuals 
and will begin business with a capital 
of $1 million and a paid-in surplus of 
$1 million. The head office will be at 
Stevens Point. 

The new company, it is expected, 
will be ready for operation within a 
few months. 


Marquette Casualty Of 
New Orleans Bought By 
Metropolitan Of III. 


The controlling interest in Marquet- 
te Casualty of New Orleans held by 
Insurance Corp. of America of Indian- 
apolis has been sold to Metropolitan 
Ins. Co. of Chicago (formerly Highway 
Ins. Co.). 

Additional directors and officers 
have been elected to fill vacancies 
created by the retirement of those 
associated directly with Ins. Corp. 
of America, the new directors being 
W. J. Stenhouse Jr., who also becomes 
chairman; John J. Fahrenbach, who 
also was elected president, and William 
W. Matthias. Sigur Martin was elected 
secretary and George C. Foltz, treas- 
urer. 

Mr. Fahrenbach told the stock- 
holders and directors that Metropolitan 
intends to add to the surplus of 
Marquette Casualty. Roy J. Martin will 
remain as executive vice-president. 
The new officers have been serving 
in official capacities with Marquette, 
Mr. Fahrenbach as vice-president and 
treasurer. 


Robert B. Notestein has been elected 
secretary of the W. W. Rice Co. agen- 
cy of Chicago. Before going with the 
agency in 1949, Mr. Notestein was 
Louisiana manager for the Kemper 
group. Before that he was manager for 
Travelers in Milwaukee and Grand 
Rapids. 
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New Conn. - Rhode Island 
Handbook Is Published 


A new Underwriters Handbook of 
Connecticut and Rhode Island has 
just been published by the National 
Underwriter Co. It provides com- 
plete and up-to-date information on 
the agencies, companies, field men, 
general agents, groups and other or- 
ganizations affiliated with insurance 
throughout the state. Copies of the 
new Connecticut and Rhode Island 
Handbook may be obtained from the 
National Underwriter Co., at 420 
East Fourth street, Cincinnati 2, 
Ohio. Price $12.50 each. 











Correction Of West Coast 
Changes Of North British 


In the Oct. 17 issue it was erron- 
eously stated that Craig Hubble, 
formerly with Security, had joined 
North British at San Diego to work 
with G. A. Blackman, state agent. 

Mr. Blackman is resigning to go into 
the local agency business, but Craig 
Hubble has not joined the Pacific 
department of North British group. 

Clinton D. Davis, special agent, also 
mentioned, was a trainee at the New 
York administrative office and previ- 
ously had been associated with Mr. 
Blackman. 

Mr. Blackman’s replacement will be 
announced in the near future. 


Minnesota Denies WC To 


Persons Injured On Jury 


For the second time in less than 
two years the Minnesota industrial 
commission has denied workmen’s 
compensation benefits to a person 
injured on jury duty. 

Mrs. Mae Matsch, filing a claim 
against Dakota county (Minn.) and 
Anchor Casualty, asked several hun- 
dred dollars settlement for medical 
and dental bills. A referee denied the 
claim and the commission upheld him. 
Robert E. Faricy, commission chair- 
man, cited a case in 1956 in which the 
commission held that no employe- 
employer relationship exists between 
a county and a juror. Such a relation- 
ship is necessary to sustain compensa- 
tion benefits, he said. 

Attorneys for Mrs. Matsch indicated 
they might appeal. 











WE SOLICIT HARD TO PLACE RISKS 


We are specialists in unusual 
insurance problems ! 


Producers inquiries invited 

e We specialize in sub-standard private pas- 
senger physical damage 

e Domestic and foreign markets 


Guaranteed commission 


FRED MILLER COMPANY 
(established 1952) 
4028 Broadway - Kansas City 11, Mo. - Logan 1-7640 











FOCUS 


Makes the Difference 


Because of its extremely broad features, “Umbrella” cov- 
erage demands a different sort of handling than normal 
Excess lines. At Geo. F. Brown & Sons you find it—from 
specialists who have focused on this line, whose skills 
assure you of the best possible terms of coverage. 


For “Umbrella” or any other unusual coverage, get your 
quote from specialists . . . 





GEO. F. BROWN & SONS, INC. 


175 West Jackson Boulevard e Chicago 4 © WAbash 2-4280 
116 John Street e New York 38 a WoOrth 4-0745 


MOTOR’S 
CRASH BOOK 
SERVICE 


SPEEDS ESTIMATING TIME. Estimates 
can be made or checked faster with 
Motor’s easy-to-read, easy-to-use 
CRASH BOOK SERVICE MANUAL than 
with any other pricing system. 














all the information 
you need to make fast, 
accurate, appraisals of 


auto collision damage. 





FREQUENT, PROMPT, UP-TO-DATE RE- 
VISION SERVICE on parts prices and 
flat rates make for more accurate, on- 
the-spot appraisals. 








MAKES PARTS IDENTIFICATION EASY. 
Supplies the greatest available num- 
ber of parts pictures, frame dimen- 
sions and major assemblies . . . plus 
complete information for identifying 
car models and body styles. 








Write today, for full information —to: 


250 West 55th Street, New York 19, New York 
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MUTUAL AGENTS CONVENTION 


Record NAMIA Meeting At New York, 


HeNATIONAL 








Costs, Rates Must 


Decrease If Agents 
Want Mass Market 


Account Selling Upheld 
At NAMIA Meeting; Warn 
Of Fire Field Invasion 


Harry E. Uhler of Baltimore said 
that although he is in favor of mass 
marketing, this does not imply that he 
believes in handling insurance prob- 
lems on an assembly line basis. He 
thinks there is a place for the indepen- 
dent agent in mass markets and 
especially with respect to automobile 
and residence property coverage. Mr. 
Uhler upheld the mass marketing con- 
cept with Ralph B. Williams of Kansas 
City in a panel discussion with Hugh 
H. Murray of Raleigh and Henry Duke 
of Cumberland, Md., who advocated 
account selling. William E. Woodland, 
editor of the Standard, moderated the 
session at the annual meeting of 
National Assn. of Mutual Insurance 
Agents at New York. 

Mr. Murray and Mr. Duke ably up- 
held the account selling method and 
impressed the audience with the 
desirability of doing business on a 
professional basis. Later in the day, 
Mr. Duke pursued these points as a 
member of another panel on the 
techniques of survey selling and risk 
analysis. 


Defends Mass Marketing 


In defense of mass marketing, Mr. 
Uhler said that he does not favor 
“machine made” decisions on proper 
coverage for automobile and residence 
risks. Both require judgment. The 
agent who will devote himself to an 
individual’s insurance problems has 
unlimited opportunity for a substantial 
and stable income. An agency, writing 
hundreds or thousands of small prem- 
ium policies—and, they are not really 
so small anymore—will experience 
less fluctuation in volume than an 
agency writing large target risks, he 
contended. 

Many agents say they would prefer 
not to write automobile business, Mr. 
Uhler continued. This attitude has cost 

(CONPINUED ON PAGE 27) 







Claude P. Coates 
of Fort Worth, 
NAMIA  presi- 
dent, demonstrates 
membership 
growth by states in 
the past decade. 
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Essential Role Of 
Agent Is Outlined 
By State Farm V-P 


State Farm Mutual is an agency 
company, Thomas C. Morrill, vice- 
president of that company, told the 
NAMIA members at their annual meet- 
ing. To this characterization of State 
Farm he added: “Truer words were 
never uttered, yet members of the 
American agency system have been 
known to swoon at the suggestion. 
They prefer the misconception that we 
are a direct writer, but we are not. We 
have 7,500 independent’ contractor 
agents who represent us on an exclu- 
sive basis. The difference between our 
kind of agents and their kind of agents 
is simply that of exclusive vs non- 
exclusive representation.” 

The orthodox agency pattern of the 
life insurance business is very much 
like State Farm’s, he added, and life 
insurance people call theirs “the 
American agency system.” 

The agent is the most essential in- 
gredient in every marketing formula 
of insurance, Mr. Morrill said. With- 
out the agent, little happens. The 
agent produces business, is the key 
man in underwriting, in claim serv- 
ice, in customer and public relations. 
He chiefly determines the image that 
people have of private insurance en- 
terprise. 

With the agent in this key role, Mr. 

(CONTINUED ON PAGE 25) 














VERMONT MUTUAL FIRE 


INSURANCE COMPANY 
Established 1828 
Montpelier, Vermont 
Extends its best wishes to the 
National Association of Mutual 
Insurance Agents 














Seek National PR Body 
For Mutual Operations 


A national voice must be created to 
speak for the agency mutual compan- 
ies and their agents, Mrs. Thelma 
Beresin, psychologist and public rela- 
tions expert of Gray & Rogers, Phila- 
delphia advertising firm, declared at 
the annual meeting of National Assn. 
of Mutual Insurance Agents. This is 
imperative if the public is to gain 
greater confidence and understanding 
of insurance as a whole, she explained. 

A national body would enable mu- 
tual interests to join effectively with 
other segments of the business in 
furthering the goals of all, Mrs. Bere- 
sin said. Such a public relations effort 
would be based on sales, and with the 
proper techniques the mutual industry 
could increase its share of the market. 

Mrs. Beresin called for an effort to 
saturate the market with information 
through all media, particularly maga- 
zines. She urged that identification of 
the mutual system be established as a 
distinct and important unit in the 
business. An image should be created 
which will develop public respect for 
the mutual way of doing business. The 
program she advocates would also 
keep mutual agents informed of the 
state of public opinion of their activi- 
ties. 

Mrs. Beresin told the agents that 
they could either let progress pass 
them by or they can seize the oppor- 
tunity to enlist public support of their 
business and increase his acceptance. 
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Quincy Mutual Fire 
Insurance Co. | 


QUINCY, MASS. | 
ESTABLISHED 1851 


OVER A HUNDRED YEARS 
AN AGENCY MUTUAL 
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Agents wanted where not represented. 
Full information on request. 
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NAMIA In Stand 
Against Production 
Cost Factor Slice 


Bean Is New President; 
Cobleigh Man Of Year; 
Flanagin Assays Future 





By JOHN N. COSGROVE 


NEW YORK—A record attendance 
of close to 800 marked the annual 
convention of National Assn. of My. 
tual Insurance Agents at the Com. 
modore Hotel here. Although the 
theme of the meeting was the mutual 
agent of tomorrow, the delegates came 
to grips with current problems early 
in the proceedings. They adopted a 
resolution hitting at the rating bur- 
eaus for “arbitrarily” revising the 
acquisition cost factor downward in 
recent rate filings. The resolution 
strongly opposes such reductions with- 
out full and complete statistical evi- 
dence for their justification and neces- 
sity, and urges all state associations 
to resist such filings promptly. 
NAMIA adopted this resolution at the 
behest of the Oklahoma and North 
Carolina associations. 


Resolutions Support Officers 


Henry D. Bean of Haddonfield, N. J, 
was elected president to lead NAMIA 
in its future trend. He succeeds Claude 
P. Coates of Fort Worth. John Keyser 
of Kalamazoo was named Ist vice- 
president. Other vice-presidents are 
Hugh E. Wyatt of Tulsa, Claude E. 
Spencer of Danville, Ill., T. Craig 
Watson of Gastonia, and George R. 
McKiever of Miami. W. Frank Wood 
of Cleveland, Miss., remains as secre- 
tary and Harry E. Uhler of Baltimore 
as treasurer. The officers assume their 
duties backed by a resolution which 
urges mutual agency companies to 
support NAMIA’s efforts to strengthen 
agent qualification laws. To show that 
they mean business in achieving future 
efficiency, the directors authorized the 
executive committee to explore the 
possibility of engaging professional 
consultants to make a cost analysis of 
all aspects of mutual agency opera- 
tions. 

As the meeting opened, membership 
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Claude P. Coates Norris C. Flanagin 
Ouigoing President Keynote 
Of NAMIA Speaker 


stood at an all time high of 7,773. The 
directors appropriately approved the 
highest budget in the history of the 
organization for the coming year. 


Company Men Talk Turkey 


Realistic talk was heard above the 
‘linking and chatter in company hos- 
pitality rooms. Company men empha- 
sized that “take home pay” is the only 
kind an agent can spend. Holding the 
commission line on a _ diminishing 
yolume of business is no solution to 
current vexations, they agreed. Their 
agent friends assumed thoughtful ex- 
joressions as they listened, but no 
producers were heard volunteering to 
accept lower commissions. 

A sobering note marred the con- 
vention opening when word was re- 
ceived that retiring director Bryan F. 
Gray of Clarksburg, W. Va., and his 
wife were injured in an automobile 
crash on the way to the meeting and 
were unable to attend. 

Marshall W. Cobleigh of Nashua, 
N. H., secretary-treasurer of New 
England association, was named “Mr. 
Mutual Agent of 1958” in the public 
relations contest in recognition of his 
public service activities. This is really 
Mr. Cobleigh’s year. He also won the 
first door prize at the meeting—a gift 
of handsome luggage. 


Flanagin Is Factual Prophet 


Norris C. Flanagin, president of 
Lumbermens Mutual Casualty, the 
keynote speaker, presented a picture 
of Mr. Cobleigh’s counterpart when 
1968 rolls around. Mr. Flanagin did not 
pull any rabbits out of his hat or any 
miracle agents either. He _ sensibly 
based his projection of the agent of 
the future on answers given by agents 
to a questionnaire developed by his 
company. This was distributed at four 
meetings recently held with larger 
producers in the midwest, the east and 
in New England. Agents did not sign 
the questionnaire, so they were free 
to voice their views without any 
possibility of challenge. The question- 
naire covered the training and educa- 
tional development of future agents, 
forthcoming sales procedures and pro- 
motional activities, and changes in 
office procedure and management. 

More than 95% of his company’s 
agents expect companies to expand 
their educational facilities to encour- 
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age far more comprehensive training, 
and 93% believe that schools and 
colleges will emphasize expanded fa- 
cilities for insurance education for 
young people, Mr. Flanagin said. The 
agents ranked increased emphasis on 
coverage as most important in future 
training. Sales methods came next, 
and administration third. 

The agents almost unanimously be- 
lieve that the trend toward account 
selling will continue, and that more 
and more agents will be serving the 
entire insurance requirements of their 
clients, Mr. Flanagin reported. 


Agents Are Optimistic 


Competent agents are not too 
frightened at the competition from the 
captive agency and direct writing 
companies. For example, the question 
was asked whether the agent of the 
future would write more or less per- 
sonal fire and casualty business in 
relation to the over-all volume than 
the agent of today. About 63% said 
that he would write more, 21% pre- 





Earl A. Lamb of New York, conven- 


tion chairman, confers with John 
Keyser of Kalamazoo, new Ist vice- 
president of NAMIA. 
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and 3/10 of 1% believe that less business 
will be sold this way, he continued. 
The agent of the future is going to 


amount, 
agent of the 


dicted about the same 
only 16% felt that the 
future would write less. 


Apparently, companies extending be very advertising-minded, and find 
life facilities to fire and casualty this tool an effective means of devel- 
producers are on sound ground, for oping his business, in the opinion of 


86% of the agents queried think that 
the agent of the future will sell con- 
siderably more life, Mr. Flanagin ex- 
plained. It is most significant that 
92% of the agents think that more 
business will be sold on a monthly 
payment plan, about 8% think that it 
will remain about the same, and only 
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Enjoyed your newspapers at the convention. 
THE PLEASURE WAS OURS! 


THE GUARANTEE MUTUAL FIRE INSURANCE CO. 
Springfield, Ohio 


—Over a Half a Century of Progress & Service— 


the agents questioned, Mr. Flanagin 
observed. Benefits to the agent from 
company advertising will be commen- 
surate with the ever increasing cost of 
this media, according to 82% of the 
agents. They ranked media in this 
order of importance: TV, newspapers 
and direct mail on a par, radio, and 
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finally magazine advertising. 

The agent of the future will spend 
substantially more for advertising, 
according to 88% of the agents ques- 
tioned. The majority felt expenditures 
would be about 10% of commission 
income. 

The questionnaire indicated great 
changes in office procedures and in 
the field of management. Only 20% of 
the agents felt that the agent of the 
future would continue to write his 
policies and bill them as he does 
today, while 79% said that companies 
would establish machine operations 
and streamline these jobs more effi- 
ciently, including direct billing. The 
same percentage felt that the future 
agent would be able to eliminate an 
appreciable amount of detail work, 
thus giving him more selling time. 

On the controversial question of 
whether the future producer would 
receive, on the average, higher, lower 
or approximately the same commission 
scale, 9% said higher, 53% said about 
the same, 38% said lower, Mr. Flana- 
gin reported. 

The agents were asked if the one or 
two-man agency would be able to 
maintain its effectiveness, or would 
the trend be towards individual pro- 
ducers banding together in an effort 
to reduce expenses, and merging their 
individual knowledge. Only 21% ex- 
pected more small agencies; 79% 
anticipated larger offices. 


Individual Comments Noted 


Mr. Flanagin noted that the most 
significant information received from 
this study came from individual com- 
ments and suggestions many agents 
gave in amplifying their answers. He 
was startled to find that several 
agents believed that a trend will 
develop toward a semi-captive agency 
system. They believe that the future 
agent will represent only one insur- 
ance organization or group of compan- 
ies, and that in exchange for his 
support of that one organization, he 
will receive prerogatives and benefits 
which will make the sacrifice of some 
degree of independence well justified, 
Mr. Flanagin observed. 

Experiments made by Nationwide 
during the last year or two are ample 
evidence that this pressure does occur, 
he continued. The franchise or semi- 
captive plan, developing exclusive 
agents with certain well defined areas 
in which coverages may be brokered 
may therefore develop to some extent. 

A captive agent, reviewing Lumber- 
mens’ survey might well ask what the 
difference is between the program 
indicated for 1968 and the system 
captive agents already are following, 
Mr. Flanagin noted. They are already 
trained by their company. They are 
doing more and more account selling. 
Although they do not have a monthly 
payment plan, they do operate on a 
six-month payment basis. For some 
years they have been selling life along 
with fire and casualty. Their compan- 


The substantial character of the agents who 
represent us is an indication of business stability 


which has characterized this Company since 1826. 
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ies advertise extensively. They o 
on a direct billing system. 
One fundamental difference egy 
Mr. Flanagin declared: “You own 
business. Even though the trend 
be toward fewer companies and 
ultimately reach the point 
agents represent perhaps only 
company, there still is no evig 
that the most important fea 
your contract, the ownership of 
pirations, will be changed.” 
After reporting on the survey 
sults, Mr. Flanagin added a 
personal observations on the age 
the future. He believes that toy 
row’s agent will be much more 
salesman, devoting more of his 
to actual selling than most 
today find possible. This is py 
criticism, Mr. Flanagin noted, 
agents today are heavily burd 
with too many details and too m 
paper work. The companies must fing tp Stat 
ways of relieving agents of as mug Hor; Ruth 
of this paper pushing as possible, by i president 
the agents must use the time gaing 
r 
orr' 


to develop new business. 
The recent questionnaire of { 
Massachusetts brokers’  associatig 
showed that over half of the member 
of that organization spend 10% or lex 
of their time soliciting new accountjMorrill ¢ 
Mr. Flanagin noted, and that percentjants tl 
age must be increased. On mass mardhave. 
ket lines, he strongly feels that thd Numbe 
time is close at hand where companiedne said 1 
no longer can afford the luxury ofpeople. 
paying agents to act as collectoy Mr. M 
instead of salesmen. The process is toqquto insu 
expensive. Flat cancellations in higing man 


organization in one year, for exampljlife insw 
cost nearly $1 million dollars. Thqay tim 
total cost of the present agency collec-|automob! 


tion process is a staggering one, helnarrow t 





emphasized. piration 
. The firs’ 

Other Flanagin Forecasts State Fa 
“I share our agents’ views that the|tion dat 


use of advertising will be increaseijtalled x 
substantially. Agents in the main willisset as 








devote more attention to a well for} The n 
mulated plan of advertising in the|week w 
future rather than buying noveltyjlive pro 
advertising, or this plan or that planj surance, 
on a hit or miss basis because it} portant, 
happens to appeal to them at the} with liv 
moment,” Mr. Flanagin said. year. G 
The question of agency office loca-} an agen 
tion will receive increased study, he} Let this 
believes. More and more agents are his chai 
today locating on the ground floor, #seom 
many in their own buildings with} Appl 
parking space around them. In the] using 
years ahead, many will locate i througt 
shopping centers. This does not mean} lines. 
that their selling will be entirely tj %™r as 
customers who walk in. However, the| tion to 
customers attracted by the location) 0 any 
should “pay the rent,” and the agent] demon: 
can intensify his solicitation on the| and in 
outside while a well-trained git] ceptan 
handles the selling inside, he indi-| family 
cated. are a 1 
In Mr. Flanagin’s view the agent of] lations 
the future must be a more selective} Peo 
(CONTINUED ON PAGE 27) ae 
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C. W. England, assistant agency direc- 


@S Mudfipr; Ruth Hurst, New Philadelphia, O., agent; Rollie Guthrie, resident vice- 
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by president at St. Petersburg, and Paul Shirey of Memphis. 
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percent, 


Morrill described some of the inte- 
nts that successful agents must 


€@SS Mardhave. 


that 
omp 

1Xury 
ollectorg 
2SS is tog 
> in hig 
example, 
ars. The 
Y collec. 
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Number one is application, which 


iedhe said means getting out to see the 


seople. 
Mr. Morrill explained that selling 


wto insurance is different from sell- 
ing many other lines. A prospect for 
life insurance may be approached at 
my time, but a man is prospect for 
gtomobile insurance only within a 
narrow time span surrounding the ex- 
jiration date of his present policy. 
The first order of business for a new 
State Farm agent is to gather expira- 
tion dates of future prospects. This is 


orrill Defines Essential Role Of Agent 


(CONTINUED FROM PAGE 22) 


a third ingredient of success—attitude. 
The successful agent is the man who 
delivers to people what they are seek- 
ing to obtain from insurance. The pur- 
chase of insurance is a serious trans- 
action. 

The role of the agent is to bridge 
the gap between the client and a dis- 
tant company, he said. Because the 
giant corporation may seem cold and 
remote, the agent should be warm, 
interested and available. A_ serious 
business demands a serious approach. 
It is at the time of a claim that the 
customer makes up his mind about the 
insurance he bought and the man he 
bought it from. This is the moment 

(CONTINUED ON PAGE 29) 
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ncreaseij called x-dating, and 10 x-dates a day 





ain will] isset as a reasonable goal. 

rell for-| The man who gets his 69 x-dates a 
in the} week will usually find five or more 
noveltyj live prospects and will sell some in- 
rat planjsurance, Mr. Morrill said. More im- 
ause it} portant, he is loading his x-date bank 





at the] with live ones for every month of the 
year. Given this kind of application, 
ce loca-| an agent cannot fail for want of sales. 
udy, he} Let this attention to x-dating flag and 
nts are} his chances of success will diminish in 
1 floor,| ageometric progression. 

‘s with} Application, he went on, also means 
In th} using the relationship established 
‘vate inj through auto insurance to sell other 
t mean| lines. “In the family market where 
rely to} our agents function, it is the excep- 
yer, the} tion to find a family with a strong tie 
location} 0 any other agent. It requires only a 
> agent} demonstration of interest, friendliness 
on the| and insurance know-how to gain ac- 
d girl] eptance as the insurance man of that 
> indi-| family. Life and fire insurance sales 
are a natural result of that kind of re- 
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gent of] lationship.” 

lective] People want to feel that their insur- 
ance agent knows his business, Mr. 
Morrill said. This means that the buyer 
Must have a sense of confidence in 
his agent. The policyholder must for- 
tify his own uncertainty with the be- 
lief that he is in competent hands. 
Competence, he stated, is not syn- 
®ymous with professional status in 
the sense of a lawyer or a doctor. One 
Psychological research study shows 
that some agents feel uneasy about 
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Claiming that their business is a pro- 
fession. They don’t really believe it is. 
‘The ultimate recognition of insurance 
& a profession may be laudable as an 
ideal, but it is not a condition of suc- 
cess in our business.” 

Mr. Morrill noted that this leads to 
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“ Mrs. Hubert O’Donnell of Raleigh, 
Charles Swift, Worcester Mutual’s whose husband is with Quincy Mutual 

special agent at Patchogue, N. Y., is Fire, Mrs. R. H. King, also of Raleigh, 

in good company with his boss, Presi- and Mrs. John D. Musselwhite. 

dent Minott Rowe. 


tA 


.— HENRY K Oy il 


William H. Rodda, secretary of Transportation Insurance Rating Bure 
peers over the panel on survey selling and risk analysis—Charles B. Wason 
, — New Haven, Joe L. Norton of Charlotte, Henry Dukes of Cumberland, Md., 

fi: Se ae ae 4 2 si i Fe R. H. King of Raleigh. 

Hickory, N. C., _—"s ; 2 
NAMIA vice-pres- 
ident; Cloyd C. 
Fox of Statesville, 
N. C.: Marshall W. 
Cobleigh of Nash- 
ua, N. H., who was 
named Mr. Mutual 
Agent of 1958, and 
Richard R. Juby, 
executive secre- 
tary of Carolinas 
association. 


William A. Stringfellow, assistant 
general manager of NAMIA, with 
Mrs. A. H. Field of Hickory, N. C., and 
her husband, who is vice-president of Fire at Raleigh and Paul H. Dubuc o 
NAMIA. Shelby Mutual. 


Harold Henning, 
agency supervisor 
at Omaha, left, 
and H. Neil White- 
side, New Jersey 
special agent of 
Grain Dealers Mu- 
tual, flank Edgar 
Mittwede, Nash- 
ville agent, at the 
company’s booth. 


William Kuehn of Kingston, N. Y., R. A. Brock and S. M. Waughaman, Cen- 
tral Mutual vice-presidents at New York and the home office, respectively, and 
Earl A. Lamb of New York, convention chairman. 


Mrs. Earl A. 
Lamb, center, wife 
of the NAMIA 
convention chair- 
man, greets Ralph 
B. Williams of 
Kansas City and 
Mrs. Williams on 
their arrival at the 
annual meeting. 


Thomas C. Watson of Gastonia, 

N. C., casts his vote on vital questions 

Fred Nugent, Central Mutual’s New concerning the business in Central 

Jersey special agent, induces “Chief,” Mutual’s voting booth. The device is 

the company’s canine symbol, to strike the company’s way of sampling Cur 
a pose. rent thinking. 
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JAMIA Takes Stand 
gainst Production 
ost Factor Slice 


' (CONTINUED FROM PAGE 24) 
nderwriter. Competition is too keen 
it the type of accommodation 
jerwriting which today is all too 
amon in mutual insurance. In this 
mnection the future agent may 
nend more upon contingent com- 
issions than he does at present. 
ipmpetition will make it more impor- 
nt than ever that the agent select 
business as though it were his 
n money at stake in case of a loss. 
' Mr. Flanagin is sure that the agent 

the future will have a market rich 
E- with prospects because of the expand- 
mg economy and that his annual 
earnings on the average could mater- 
jally exceed that of the present pro- 
ducer. 


S 


‘Bure 
Wason 
Md., 


Directors And Prizewinners 


New NAMIA directors are Paul A. 
d ick of Medina, N. Y., George P. 
Tobler of Long Island, Walter D. Stead 
Jr. of Birmingham, Wilson H. Flock Jr. 
Kingston, Pa., Charles M. Scott of 
llicott City, Md., H. L. Patterson of 
maha, Clifton R. Lewis of Tulla- 
ma, Tenn., George R. McKiever 
of Miami, Adolph S. Imig of Sheboy- 
‘gan, William R. Warburton of Pro- 
Vidence, and J. Frank Budd of 
@ Somerville, N. J. 

J. T. Sutton of Kinston, N. C. took 
prize in the accident prevention 
yntest for his annual safety meetings 
{3 il designed to encourage better driving 
= by commercial fleet drivers. He was 
+ Mutyij iso top winner in 1956. 


yubue ol Sponsors Winning Entry 


Fred Reuning of Bristol, W. Va., 
president of NAMIA sponsored 
city’s fire department entry in 
prevention which won first honors 
the second successive year. 

_ Other winners in the public rela- 
contest were Leo J. Buettner of 
town, Pa., for printed material 

the public interest; Phil Levine of 

boro for special events, which 
topped with a humorous policy 
tovering the whiskers which the male 
population of Greensboro grew to 
mark the city’s centennial; J. T. Sut- 
ton of Kinstan, N. C. for a special 
publicity program on compulsory; 

Claire W. Snell of Colorado Springs 

for institutional advertising and civic 

activitiy; C. Frank Dail of Greenville, 

N. C. for community relations; and 

Raymond Denomme of Danielson, 

Conn., for the best series of advertise- 

ments of all types. 
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Costs, Rates Must 
Decrease If Agents 
Want Mass Market 


\CONTINUED FROM PAGE 22) 

the independent agent millions in 
premiums lost to the direct writer. The 
same agents say they would rather 
handle fire and property coverages 
because of the simplicity of the cover- 
age, high commissions and less work. 
But the direct writers have figured 
this out too, and are now in the fire 
and property field in a_ substantial 
way, Mr. Uhler pointed out. 


Gives Recipe For Survival 


If the independent agent is to sur- 
vive in the mass market, he continued, 
he must return to the methods he used 
to start and build his business. He 
must get out of the office and see 
people. He must collect expiration 
dates of competitors’ policies and build 
a substantial expiration file to be 
worked regularly. He must advertise 
himself and his agency consistently. 
He must set up a system for regularly 
and promptly collecting his premiums. 
He must avoid becoming intrigued 
with his past records, commonly 
known as playing solitaire with the 
files. 

Mr. Uhler said that the companies 
are developing many aids that will 
help the agent streamline his opera- 
tions. An agent’s time is his most valu- 
able asset and as much of it as possible 
should be spent in face-to-face solici- 
tation of new business. When a pro- 
spect becomes convinced that an agent 
is well trained and has his interest at 
heart, the price factor tends to become 
secondary. 

Mr. Uhler said that many indepen- 
dent agents think the word service 
means helping the policyholder com- 
plete a loss form. If this is the extent 
of service an agent renders, the only 
people who are getting service are 
those who are having losses. Other 
customers deserve some consideration 
he pointed out. 


No Conflict Seen 


Mr. Williams maintained that the 
merits of account selling and of so- 
called mass marketing, which he was 
upholding, do not detract from each 
other. He believes that agents must 
use both methods. Mr. Williams finds 
it strange that agents study and profit 
by account selling and then stand idly 
by and see average middle class busi- 
ness slip away. Companies and agents 
have stubbornly refused to accept the 
inevitable, he said. They can only be 
successful by being competitive. He 
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observed that there has been a great 
ieal of talk about the percentage of 
commission, but he would rather talk 


about profit 

In Mr. Williams’ opinion, the Amer- 
ican agency system is crying for a plan 
that would produce greater income 
with less office overhead. Insurance 
has always been produced by agents 
in the field and always will be, Mr. 
Williams said. Agents will always have 
expenses and they are going up as 
fast as company expenses. Therefore, 
agents should be realistic and advocate 
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a plan of lower cost production. If 
agents are to get and hold automobile 
business, they must have a stream- 
lined plan that will eliminate as much 
overhead as possible both for compan- 
ies and agents. 


No Rush To Agents 


He said that it is foolhardy to 
believe that State Farm Mutual policy- 
holders, for example, are going to run 
headlong to agents and pay them a 
considerably greater premium. That 
company’s service to their policy- 


holders is deluxe, Mr. Williams noted. 
Agents will get some of those policy- 
holders, probably semi-undesirable 
ones in the main. “At our higher rates, 
we have to try to make a profit for 
our companies by writing the best of 
the worst,” Mr. Williams said. It is his 
theory that agents could meet com- 
petition if they achieved low overhead 
and competitive rates. Then they could 
acquire and keep the best of the best 
business. 

Agents cannot continue to suffer 
reduction in commissions without also 
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WANT A BETTER BUSINESS TO PASS TO YOUR SON? 


Then build it sound—on the good 


risks— 


Give personal service— 


Sell the best— 


And you can’t miss! 


The Home Indemnity Company, an aftiliate, writes Casualty Insurance, Fidelity and Surety Bonds 


(That's why Home Insurance, for over 
100 years, has had the most successful 
agents in the world! Are you now one 


of them?) 


Prsunrance Company 


Property Protection since 1853 





October 31, 19% 


having a reduction in overhead ey, 
pense, and getting the benefit 
competitive rates, he declared. He saj 
that the unfavorable conditions j, 
automobile will shortly take hold j 
the fire business, where the Mag 
market is made up of young people 
those that are raising families ang 
educating children. Without undy 
delay, agents must get busy in thi 
field. They are already in an uncom. 
fortable position in the midwey 
between the pressure and coercion 9 
the loan companies and the lowe 
rates of mass marketing companies 
he noted. 


Williams Talks Turkey 


Mr. Williams closed with som 
picturesque language: “I know nothing 
and don’t pretend to know anything 
about the management and operation 
of home offices, and I might add] 
don’t want to know anything abou 
them in a technical way. But I believe 
I do know what the middle clas 
public wants, and how they are going 
about getting it. It is my contention 
that you do not only have to be a goog 
salesman, an_ intelligent insurance 
man, a hard worker, but you must 
also have a product that you can selj 
without having to spend a few hours 
on each case reselling each year” 

Picking up their cue from this panel 
three successful agents in a later panel 
session developed the theme that the 
only future for the independent local 
agent lies in survey selling. 

Henry Duke, who upheld account 
selling earlier, declared that he only 
sells on a survey basis. He has been 
successful in combining a survey of 
the life needs of his clients with their 
fire and casualty requirements. 


Points Out Twofold Savings 


C. B. Wasson of New Haven re- 
viewed the aspects of making a con- 
plete survey, pointing out the savings 
which may be made for an insured 
both in premiums and in _ closing 
coverage gaps. He indicated the im- 
portance of a physical survey of the 
risk as well as all pertinent leases, 
appraisals, and other contracts, to- 
gether with a review of the existing 
coverage, emphasizing the fact that a 
review of existing coverage only does 
a part of the job. 

Joe L. Norton of Charlotte illustrated 
the importance of selling the whole 
package. If the prospect is not willing 
to accept the agent’s entire recommen- 
dations and give him the responsibility 
of handling the account, both the agent 
and customer are better off taking none 
rather than half a loaf. It is pretty ob- 
vious that a prospect does not have one 
CPA to handle his accounts receivable 
and another to handle his accounts pay- 
able, Mr. Norton stated. This is a sound 
procedure, and it is just as wise for a 
client to entrust his insurance problem 
to one competent agent who can 
advise him when changes take place 
in his own business, or in the insur- 
ance market. 


WE MAKE SELLING LIFE INSURANCE 
FASY FOR YOU 


That’s why each year more and more casualty 
agencies have been selling SUN LIFE policies. 
and also that’s why SUN LIFE has 
grown continuously so that we have 
OVER ONE HALF BILLION DOLLARS 
OF INSURANCE IN FO 
Grow with us, we will not just put you in the life 
insurance iness, but 
we will give you the kind 
of S. personalized 
service you need for & 
profitable operation. 
SUN LIFE INSURANCE CO. 
OF AMERICA 
109 E. Redwood St. 
Baltimore 2, Md. 
General Agents contracts are 
. on ee 
Ma "Va., Ohio, Inde, Tike 
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Morrill Defines Essential Role Of Agent 


(CONTINUED 


when the understanding agent will do 
everything in his power to put the 

holder at ease, give him confi- 
dence that his protection will be good, 
and that his agent knows what needs 
to be done and will do it promptly. 


Lists Three Fundamentals 


Application, competence and _ atti- 
tude, are principles that are funda- 
mental and frequently discussed in 
the business, but just as fundamental 
put not as frequently considered, Mr. 
Morrill said, is the principle of trus- 


p. 

The agent is the agent of a trustee, 
he observed. It follows that the agent 
is held, in all of his agency capacities, 
to the standards of conduct befitting 
a trustee. 

He listed among the trustee respon- 
sibilities of the business the unfailing 
payment of obligations. In this re- 
spect, the reputation of the business is 

Two major research projects 
conducted in recent years by State 
Farm, as well as surveys made by 
others, confirm that there is an ex- 
tremely high level of satisfaction with 
claim payments among all automobile 
insurance policyholders. 

Where the business falls down more 
frequently in the eyes of the public, 
he declared, is in paying claims it 
does not owe. 


Comments On Campaign 


Paying claims is vital, Mr. Morrill 
said, “but paying claims we do not 
owe makes us no friends.” He com- 
mented on the NAIA advertising cam- 
paign, remembering that one of the 
selling points, taken verbatim from a 
recent national magazine ad, says: 

“Claim Collection—When a car own- 
er has a loss, his independent insur- 
ance agent helps him file and collect 
his claim. The independent agent ne- 
gotiates with the company.” 

“What does ‘negotiate with the 
company’ mean?” Mr. Morrill asked. 
“If it implies that negotiation is essen- 
tial to get a fair disposition of the 
claim, it does something less than jus- 
tice to the fair and equitable claim 
policies of the typical company which 
such agents represent. Yet many peo- 
ple on the management side of the 
insurance business speak feelingly of 
agency pressures on doubtful or ex- 
aggerated claims, or on the waiver of 
exclusions. Perhaps we have _ not 
thought through the dangers of sur- 
rounding claim handling with an aura 
of intrigue, special privilege or favori- 
tism. It does the business no favor to 


FROM PAGE 


H#eNATIONAL UNDERWRITER 


25) 


suggest that insurance claims are a 
sort of grab-bag or lottery, or that 
you have to ‘know somebody’ to get 
a fair deal.” 

No one knows, he added, how many 
millions of dollars are paid out by in- 
surance companies each year in fraud- 
ulent, padded and exaggerated claims. 
The control of this waste is a major 
problem and part of the industry’s ob- 
ligation as trustee. “We can help con- 
trol it by letting the public know 
that companies and agents alike will 
have no part in helping people collect 
money to which they are not right- 
fully entitled,” he declared. 

The agent becornes a trustee, him- 
self in the handling of premium mon- 
eys, Mr. Morrill pointed out. This is 
well understood and accepted. What is 
not quite as well understood and ac- 
cepted is that flat cancellations and 
free insurance, if done as a deliberate 
deception, can amount to mishandling 
of money as surely as if the premium 
had been misused. More to the point 
is the fact that the “something for 
nothing” aspect of free insurance 
clashes with the role of the agent as 
the agent of a trustee. It runs coun- 
ter to the concept of dependability and 
fair dealing. 


Removes Hokum 
From Sale Closing 


If the potential insurance market 
were getting smaller and the number 
of competitors larger, agents and 
companies would be justified in worry- 
ing about the future, John Adam Jr., 
vice-president of Central Mutual at 
Boston, told the annual meeting of 
National Assn. of Mutual Insurance 
Agents at New York. 

But this is not the case, he said. In 
the next 20 years 65 million will be 
added to the population and 25 milliqn 
to the working force. This means more 
new homes, more new personal pro- 
perty, more new lives to be insured, 
more new A&sS and liability prospects. 
In short it means the biggest insur- 
ance market in history, Mr. Adam said. 

He does not profess to know wheth- 
er the American agency system will 
stay exactly as it is, nor what the 
specialty or direct writers will do in the 
future. He believes, however, that any 
agent who knows how to sell, and 
uses that knowledge will make an 
even better living in the new and 
bigger market to come. 

Mr. Adam concentrated on the clos- 


ing of a sale because it is the payoff. It 
is also the part of the sale about which 
the most hokum has been spread. 
There is no magic in closing but there 
is something that works like magic 
and that is faith in the product, he 
declared. If the agent begins his 
closing, believing that he has some- 
thing worthwhile to give the prospect, 
he will communicate this feeling. In 
fact, before the closing the prospect 
should already be convinced that the 
product is a good thing to buy. The 
selling is done in the approach and 
demonstration. The close is simply 
getting a person who is sold-to admit 
it. It’s as if a car were stalled on a hill. 
All that is needed is a slight push, 
Mr. Adam explained. 

Too many agents think of the close 
as a tug-of-war, he continued. The 


prospect is trying not to buy and the 
agent is trying to get him to buy. 
Actually, the close is not a cantest, 
but the time when the agent makes 
it easier to buy than to refuse. There 
is no one psychological moment for 
the close, but agents can use trial 
closes to find out whether or not the 
sale is ready to be wrapped up. These 
closes are innocent questions to devel- 
op clues to closing. 


Lead Buyer To Close 


For example, after the agent has 
explained the two item business inter- 
ruption coverage, he might ask the 
prospect if he wishes to cover all 
employes on just the key staff. If the 
prospect indicates a choice, the close 
is at hand. If not, more selling is 
required, Mr. Adam said. 2 
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Kansas Agents Convene In Wichita 
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Panels On Package Policies And Machines 
Prove Worth By Drawing Full Attendance 


Machine Accounting 


WICHITA—Following Friday’s gen- 
eral lines luncheon of Kansas Assn. of 
Independent  In- 
surance Agents 
here in the Broad- 
view Hotel’s “Clan 
Room,” which is 
colorfully hung 
with tartans of the 
principal Scottish 
tribes, a panel dis- 
cussion entitled 
“Machine Ac- 
counting Applica- 
tion for Insurance 
Agencies” 
was held. With 
Paul C. Yankey Jr. of Wichita presid- 
ing, the panel consisted of Eldon 
Weakley and Dean Matthews, both of 
Wichita. 

Mr. Weakley began the discussion 
by remarking on the enormous switch 
in recent years to machine accounting. 
But this is no reason for any confu- 
sion in the minds of agents, he said. 
The accounting basics remain the 
same; only the terminology has 
changed. 


Dean Matthews 


Outlines Change-Over Process 


Using as an illustration a _ typical 
agency staffed with one girl, Mr. 
Weakley outlined the process of 
change-over, which he said was not 
nearly as complicated as some might 
think. The application of machine ac- 
counting could, in many instances, 
amount to a situation in which the 
agent has in effect another girl in the 
office, without the burden of another 
salary, he noted. 

One very practical result of ma- 
chine accounting is the budgeting of 
future expenditures. This is rarely 
possible under the old system, Mr. 
Weakley said, and he spoke of agents 

(CONTINUED ON PAGE 32) 
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Package Policies 


WICHITA—In the first of two 
panel discussions at the Kansas con- 
vention, agents attending the Thursday 
afternoon session heard an interesting 
group of speakers. Although the panel 
was billed “The Package Policy,” it 
was soon evident that the speakers 
were concerned solely with the new 
homeowners policy. B. J. Weldon, Wi- 
chita, was moderator, and panel mem- 
bers were Curtis M. Elliott, insurance 
professor at University of Nebraska; 
Jay Wanamaker, Topeka, and Lloyd P. 
Elliott, Topeka. 

After introducing the speakers, Mr. 
Weldon noted that the new home- 
owners had not yet been filed in 
Kansas, although it was his under- 
standing that some states, not in the 
midwest, had filings. 

Prof. Elliott spoke first and said 
that although the new policy looks 
well-drawn up and he sees few 
“bugs,” it still “stinks” in one respect 
—it is a package policy. A variety of 
policies to offer the public is what 
the agent needs. When all the policies 
are boiled down to one policy it just 
makes it that much easier to sell over 
the counter, he said. 


The “so-called new homeowners” 
is not really a combination of the 
old homeowners and the comprehen- 
sive dwelling policy as it is so adver- 
tised, he said. It is nothing more than 
a slightly changed homeowners. He 
then fully described the new policy. 


Speaking on the sales aspect of the 
new policy, Mr. Wanamaker suggested 
that agents begin to realize that “we 
are living in a new era—suburban 
living.” And this means suburban 
shopping—one stop shopping, he said. 

The American buyer shops for price, 
but he invariably buys the deluxe 
product, the speaker said, “The public 
will buy our product—which is a 
deluxe product—if we will only tell 
them about it,” he said. The agent can 
sell a deluxe product, but he certainly 
can’t sell the fact that he is indepen- 
dent—this last means nothing to the 
public at all, Mr. Wanamaker stated. 

Lloyd Elliott’s topic was the rating 
structures of package policies. Refer- 
ring in general to this genre, he said 
their wide use and enthusiastic recep- 
tion has been based upon the public’s 
realization of “a real bargain.” But he 
warned that a concern of the public 
has always been the low cost of the 
policies. Inevitably the question comes 
up: What has been sacrificed if the 
policy is cheaper? The agent must be 
ready to enumerate the reasons which 
have made savings possible, he said, 
and listed three of the main ones: 
Lower issuing expense to the company, 
lower expense factors after the origin- 
al processing, and reduced expenses 
due to the term basis. 

Referring directly to the new home- 
owners, Mr. Elliott said the agent will 
be happy to hear that all rates are 
in one manual. This new policy is as 
simple to rate as any now available, 
he said. Representing nearly 3,000 
man-hours of work, the new home- 
owners is “another step forward,” he 
advised the agents. 


Business Needs A 
Revival Of Faith, 
Otto Tells Agents 


Only a lack of faith in the American 
agency system could prove its death- 
knell, Cliff C. Ot- 
to, Western com- 
panies president, 
told agents gath- 
ered at Friday 
morning’s second 
session of the Kan- 
sas annual. The 
business in general 
and the agency 
system in particu- 
lar have been 
passing 





through 
“some very deep Cliff C. Otto 
water,” but the 


fact that the system is still active 
“testifies to its vigor and belies the 
prophecies of those who thought it 
doomed,” he said. 

In his speech, “Revival of Faith,” 
Mr. Otto said that through the efforts 
of the independent agent, insurance 
has been so intertwined into the na- 
tion’s economic life that “insurance” 
is one of the most frequently used 
and appreciated words in today’s na- 
tional vocabulary. Stating that it was 
not his purpose to simply eulogize the 
independent agent, the speaker noted 

(CONTINUED ON PAGE 33) 


Hanson Presents Award; 


Discusses Commissions 

A feature of the Thursday after- 
noon session of the Kansas agents’ con- 
vention in Wichita was the presenta- 
tion of the Dave Garroway award to 
the association for its efforts in sup- 
porting the NAIA 1958 advertising 
program. The plaque was preseted by 
George Hanson, executive secretary 
and general counsel of NAIA, to 
Preston M. Bacon, Newton, who sug- 
gested that the national association 
get another award ready because Kan- 
sas would also fulfill its 1959 quota. 
Following the presentation, Mr. Han- 
son spoke at some length regarding 
“The Development of the American 
Agency System.” 

Speaking quietly but firmly, Mr. 
Hanson said that although the word 
“commission” has been replaced by 
other, more involved nomenclature, it 
still presents its age-old problems. 
Stating that the national association 
was formed 62 years ago partially be- 
cause of the commission problem, he 
reviewed some of the ups and downs 
of this problem. It was interesting for 
those present to note how many of 
the problems have repeated them- 
selves through the years. 

The present phase of the problem 
began last year in Connecticut when 
certain commission reductions were 
effected, he said. Although the nation- 
al association is always attempting to 
clarify these problems, it has no “mag- 
ic formula,” and is not looking for one, 
he added. 

Mr. Hanson then went on to warn 
the agents that a “cardinal principle” 
of NAIA is that commissions are a 
matter of private contract between the 
company and the agent. The associa- 
tion is not “a bargaining labor union; 
no central committee can define the 
commission basis for all agents,” he 
concluded. 
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W. W. Hinds Named 
President; Angwin 
Is Now Next In Lin 


Registration Of 500 
Find Full Schedule, 
Annual Ball Featured 


By R. R. CUSCADEN 
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WICHITA—Favored by clear, brig 
weather and attendance that occasiop. 
ally caused the Broadview Hotel t 
bulge a bit, the Kansas Assn. g 
Independent Insurance Agents heli 
its annual convention here lay 
week. W. W. Hinds of Marysville wa 
elected president without a_ singh 
dissenting vote from the more tha 
500 agents present, and Maynari 
Angwin, Pittsburg, was named pres. 
dent-elect. Burt Elder of Elkhart wa 
elected secretary and George T. Staeb. 
ler Jr. of Topeka was reelected treas. 
urer. 
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Under the firm generalship of Frank Expar 
Dunkley, Topeka, executive manage} 4 7’ 
of the association, the various sessions the — 
were run off without a hitch, although mons in 
the cancellation of NAIA tax counsd| *’®Y ' 
Charles Tye’s speech because of ill industry 
ness was a disappointment. Following agents. 
the diet-busting annual banquet Fri- business 
day night, at which Kenneth Ross, needs. ’ 
past president of both NAIA and the their f 


Sessions Run Smoothly 


Kansas association, installed the new eriticisn 
officers, and Commissioner ire 
realistic 


Sullivan presented various gifts, the : 
President’s Ball was held. This color-| “tire f 
ful event proved conclusively that Confere 
Wichita is a great deal closer to the nea 
world of Paris fashions than the casual] The 
visitor might think. 


with a 
Mayor Does Welcoming b hae 
After the kick-off luncheon Thurs in 


day afternoon, at which Wichita’s} sive. 
mayor, James Gardner, welcomed the} tinuous 
agents, and Gene Flack of Sunshine} tig m 
Biscuit entertained them with a hum-| thoy gi 
orous talk interspersed with much rt. 
cigar throwing on his part, busines | jy, po 
proper began with an appeal for the Yankey 
1959 Big I advertising campaign © | jistene 
the part of advertising program chait- for thi 
man Preston M. Bacon of Wichita. It} giq 7 
was difficult the first year to sell the as his t: 
campaign because many _ agents 
thought they might be buying “a pig 
in a poke,” he said. Admitting that 
even now the program was not “per- 
fect,” Mr. Bacon suggested that in 
many instances it could be adopted to “consic 
specific conditions and areas. “We'® | thoco | 
big business—let’s stay big business,” | mente, 
the speaker admonished. The 1959 
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The retiring president, Donald E },, “8 
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Kansas association, after which some 


yaudeville-like entertainment amused 
those present. 

Friday morning began, as is usual 
at a good many of the middle-western 
agents’ conventions, with a farm 
underwriters’ breakfast. Whether 
Chairman Dean Matthews, Ashland, 
had anything to do with it or not, the 
extensive repast was much appreciated 
py attending agents, who applauded 
him mightily when he stood up to 
introduce the speakers. There were 
two of the latter: Alex Case, Marion, 
who gave a brief report of the farm 
sub-committee of the Midwest Terri- 
torial Conference, and H. K. Scott, 
farm superintendent for Aetna Fire in 
Park Ridge, Ill., who spoke on “The 
Future of Farm Business.” 


Can’t Cut Expenses 


Many of the expenses which the 
present-day agent faces are necessary 
and cannot be cut, Mr. Scott stated, 
and suggested that it wasn’t necessary 
for the agent to take on odd jobs to 
keep his income up. Farm business is 
the answer, he said. 

“IT have a definite impression there 
are a few competitors in this field, 
some of whom write at a lower rate,” 
he said—this statement bringing a 
wry smile to many of those present. 
Lower rates and commissions are no 
answer, he said. The successful agent 
gives complete service, knows his 
contracts and is proud of his product. 
This is not the agent one hears com- 
plaining, Mr. Scott noted. 

Expanding research, efficient farms, 
and new style selling were listed by 
the speaker as some of the “revolu- 
tions in farming” which have effected 
every business in the country. The 
industry can be proud of its farm 
agents. There is no segment of our 
business more conscious of its clients’ 
needs. These agents work closely with 
their farm departments and _ their 
criticisms — generally constructive— 
have made it possible to present a 
realistic insurance program to the 
entire farming industry, he concluded. 


Conference Committee Reports 


The second general session began 
with a conference committee report 
by William Kline of Wichita, who 
advised the agents that their problems 
couldn’t be solved by concerning them- 
selves solely with commissions, con- 
tinuous policies, or the elimination of 
field men. Paul C. Yankey Jr., Wichita, 
then gave his state national director’s 
report. This report is historically the 
low point of the annual meeting, Mr. 
Yankey noted, and he assured his 
listeners that no change was planned 
for this particular convention. There 
did seem to be one change, however, 
as his talk was a great deal shorter than 
is customary for such reports. 

Admitting that commissions and the 
advertising program continue to dom- 
inate the activities of the national 
association, Mr. Yankey said that the 
“considerable victories” achieved in 
these lines had been sufficiently docu- 
mented in the trade press. He there- 
fore confined himself to a_ brief 
description of the association’s lobby 
in Washington, which he called a 
‘soft lobby.” When this lobby sends 
out the “grass roots” call, agents can 
be confident that there is real reason 
he said, and urged them to accordingly 
act quickly, ; 

“The American Agency System— 
Future Unlimited,” was the title of a 
lalk presented by William Humphreys, 
Vice-president of Commercial Stand- 
ad, which opened the third general 
session. Citing the Big I campaign as 
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a positive step in these days when 
many agents are doing nothing but 
“crying sadly,” Mr. Humphreys said 
that it cannot be expected to do the en- 
tire job; the agents themselves must 
begin to fight. The agent must not be 
content to write just one line. He 
should have, and write, a variety of 
coverages. The handwriting is on the 
wall, he said, and his own company 
formed a life affiliate two years ago. 

Installment buying is an essential 
addition to the agents’ service, Mr. 
Humphreys stated. And this is true 


even though the recession has ended, 
savings are at a new peak, and more 
business is generally available, he 
added. But the first requisite of a sale 
is always contact, he said, and noted 
that a recent survey had shown that 
only 31% of the public had been 
contacted for any kind of sale at all. 
Make sure the public knows what 
you have to sell, and it won’t mind 
paying a little more, he said. 

Following the presentation of resolu- 
tions by Ivan Hemphill of Wichita— 
one of which was a protest to the 
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Secretary of Defense for his “anti-free 
enterprise action in allowing only one 
kind of insurance to be sold at camp 
PXs”—A. F. Bieker, Hays, made the 
nominations of officers for the coming 
year. A skit, “Death of an Insurance 
Agent,” was next, and despite the 
title it was far from grim. Miss Kan- 
sas was among the “actors.” A recep- 
tion, sponsored jointly by the state 
association and Kansas Capital Stock 
Insurance Assn. preceded the annual 
banquet and guaranteed an enthusi- 
astie participation to that event. 
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Machine Accounting Panel Well Attended 


(CONTINUED 


who had no idea of what tomorrow’s 
expenditures would really be, and sud- 
denly found themselves facing exorbi- 
tant outlays of cash. These machines 
can also be a definite selling aid. “Too 
many agents today are in a position 
where they actually have only the 
vaguest kind of idea what insured is 
covered for what,” he said. 

Mr. Weakley warned his listeners, 
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be as good as the operator. He stressed 
the importance of well-trained oper- 
ators, without whom the machines are 
helpless. 

Mr. Matthews asked the agents, 
“Are we writing the business or is the 
business writing us?” The latter is 
true if the agent does not have a con- 
tinually up-to-date record on every ac- 
count in his office, he said. 


changed over to machine accounting 
Mr. Matthews said that the real value 


of such a system is the availability 
of all necessary information at regu- 
lar intervals. 

When the questions began, it was 
obvious that the primary concern of 
the agents present was the cost of 
such machine accounting. This topic 
was accordingly discussed at great 
length by all present. The gist of the 
questions and answers seemed to be 
that the cost would amount to half the 
monthly salary of an “average paid” 





however, that the machines can only 





More than 135 years of bonding experience 


Where, in the entire insurance industry, will you 
find a more impressive concentration of bonding 
“know how” than at Standard Accident, where 
the vice president and three assistant vice presi- 
dents (above) who specialize exclusively in this 
line of insurance, offer a combined total of more 
than 135 years’ experience in bonding? Important, 
too, is the fact that Standard Accident offers 
the expert and readily available services of 
highly skilled bond specialists in the field as well. 


What does this mean to an insurance agent? 
Well, first, consider the importance of bonding 
business from your standpoint . . . bonds pro- 
vide a very profitable source of premium pro- 
duction . . . bonds, as a rule are not “target 
risks’”’ and once written provide an annual 
income with little or no effort or expense. . . 
bonds provide an excellent “foot in the door’ 
for the sale of additional coverages . . . bonds 


Noting that his own agency had 
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are an important segment of a well-rounded, 
diversified “portfolio” of agency service. 


In light of the above . . . and in view of the fact 
that bond underwriting oftentimes becomes 
rather complex . . . having a wealth of top 
caliber bonding knowledge and experience to 
draw on, provides an insurance agent with an 
obvious competitive advantage. And, we repeat, 
where, in the entire insurance industry, will 
you find a more impressive concentration of 
bonding “know how” than at Standard Acci- 
dent Insurance Company? 


a \:AS INSURANCE COMPANY 


640 TEMPLE AVENUE «+ 


office girl over a twelve-month period. 


STANDARD ACCIDENT 





DETROIT 32, MICHIGAN 





October 51, 19h 


One agent volunteered informate| 
that he had saved enough from 
application of machine accounting ;, 
pay for the system in two years. 

Another concern was exactly why 
these machines did. Mr. W 
stated that they would do as little ¢ 
as much as was desired. 


Hospitality Suites At 
Wichita Well-Endowed 


The hospitality suites at the Wig. 
ita meeting were generously endowy 
with both friendliness and refres, 
ments. Among those welcoming Kap. 
sas agents (and various other visito, 
to the Sunflower state) were Aet, 
Casualty, Aetna Fire, America Fo, 
Loyalty group, American, Bituminoy 
Casualty, Boston-Old Colony grow 
Continental Assurance and Continep. 
tal National, Crum & Forster, Employ. 
ers Liability, Fidelity & Deposit, Greg 
American, Hanover and Hartford Fire 

Others maintaining suites wep 
Hawkeye-Security, Home, North 
America, Kansas City F.&M., Londo 
& Lancashire, Lloyd Thomas Apprais. 
sal, Maryland Casualty, North Britis, 
group, Ohio Casualty, Pacific Indem. 
nity, Phoenix-Connecticut group, Pre. 
ferred, Reliance, Royal-Globe group, 
Standard Accident, Standard Insu. 
ance, Travelers, U.S.F.&G., Westem 
companies and Zurich. 


Registration Is Leisurely 


Registration at the Wichita meeting 
was unusually leisurely. Following 
two days of golf, those attending had 
a day and half before the first ses- 
sion in which to register. This fact, 
plus three extremely able girls at the 
registration booths, kept the signing-in 
process from becoming the intermin- 
able bore it occasionally is at large 
conventions such as this one. 





No. Cal. Buyers Elect New ; 


Officers: Hear Panelists 


H. A. Westran, Kaiser Aluminum & 
Chemical Corp., is new president of 
northern California chapter American 
Society of Insurance Management. 
Other newly elected officers are H. L. 
Hilleary, Standard Oil, vice-president; 
D. F. Hodges, Crocker-Anglo Bank, 
secretary; E. A. Smith, Lando Products, 
treasurer. 

At the chapter’s October dinner 
meeting, J. A. Crockwell, Pacific Gas 
& Electric, moderated a panel discus- 
sion on problems of starting a planned 
“no insurance” or self-insurance pro- 
gram. Panel members were John 
Deacon, Spreckels Sugar Co.; J. P. 
Holstein, California Packing Corp. 
E. C. Lasater, Rosenberg Bros.; and 
R. G. Ottesen, Utah Construction Co. 


Committee To Study Alabama Code 

Howard L. Foshee, chairman and 
president of Atlantic National Life of 
Montgomery, has been named chait- 
man of a committee made up @ 
representatives from 20 insurance 
companies which has begun study of 
the proposed new Alabama insurance 
code. Mr. Foshee said the committee 
will make recommendations to the 
legislature which meets in 1959. 


Ore. County Agents Elect Norlund 
Hans Norlund has been elected 
president of Klamath County (Ore) 
Assn. of Insurance Agents, succ 
Inez Stewart. Harry Lanphear Ww 
named vice-president and A. E. Dye 
was reelected secretary-treasurer. 
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HeNATIONAL UNDERWRITER 


Otto Asks Business For Revival Of Faith 


(CONTINUED 


that the disinclination of company 
managements to give their agency or- 
izations a comprehensive knowl- 
edge of the events which led the busi- 
ness into its present situation seriously 
handicapped a full understanding. Al- 
so, the agents have felt the pressure 
of tighter underwriting, more rigid 
ures and much talk of commis- 
sion cuts. The unwanted by-product 
of all this has been name calling and 
threatened action of one kind or an- 
other which has meant “airing un- 
washed linen before the startled public 
which sadly enough is no more than 
mildly interested in our problems of 
distribution and underwriting,” Mr. 
Otto said. 

Faith can be fostered with an un- 
derstanding of things seen in retro- 
spect, he advised the agents, and 
spoke of the “comparative calm and 
serenity” of 30 years ago. Sketching 
in a history of the business from days 
of serenity to days when the entire 
fire and casualty industry found it- 
self “struggling in the grip of a three- 
way squeeze on operating funds or 
surplus—poor experience, rising vol- 
ume, and falling securities prices,” 
Mr. Otto cautioned his listeners not to 
think that the automobile was the sole 
underwriting problem. “The time-hon- 
ored, staid old field of property insur- 
ance” has not been spared by infla- 
tion, and partial losses often pre- 
sented on purely a maintenance basis 
have “plagued the companies without 
mercy,” he said. 


Loss Not “Inevitable” 


Striking hard at those who have re- 
signed themselves to the “inevitable” 
loss of the automobile business to the 
direct writer, Mr. Otto warned that a 
concentration on package policies, 
commercial accounts, and life is no 
solution. Such agents or companies are 
“naive” if they think the direct writer 
will be content with nothing more 
than the mass automobile market. To 
so surrender is to retreat from the 
whole mass market, he said, and add- 
ed that the business is going through 
a marketing revolution and final deci- 
sions are not going to be made be- 
tween companies and agents, but rath- 
er by the public which buys the prod- 
uct and pays the premium. 

“We simply hold an umbrella over 
the competitor” with the premiums as 
high as they are today, Mr. Otto said. 
Even a deep commission cut would 
not be enough, he said and suggested 
that machine processing of renewals 
and direct collection of premiums 


FROM PAGE 30) 


would not only effect economies but 
also help eliminate flat cancellations. 
But these production cost savings are 
not the whole story. Underwriting se- 
lection and rigid resistance to excess 
claims would mean big savings. One 
factor contributing to a revival of 
faith is the growing number of agents 
who accept their full responsibility as 
primary underwriters, he said. 


Foresees Additional Wealth 


These are remarkable times in 
which we live, Mr. Otto said. The 
country has enjoyed a “peculiar and 
special brand of living,” he noted, and 
said that productive efforts in the 
years to come will mean much addi- 
tional wealth. He has confidence that 
American ingenuity and determina- 
tion will constantly improve every- 
one’s lot. All of this will require in- 
surance protection commensurate with 
the enormous increase in goods and 
property, but it will be no “automatic 
thing.” “To keep his place in the sun, 
the independent agent must fulfill his 
responsibility in the market place,” Mr. 
Otto warned. 

Sputnik and other “fantastic devel- 
opments” in the field of science have 
accustomed almost everyone to the 
fact that these are days in which mir- 
acles are accomplished, he said. Nev- 
ertheless, it must not be thought that 
the problems of the industry will be 





Miami Board Names Kelen 
Outstanding Agent 


Greater Miami Board has elected 
Herbert N. Crowder, president; Jack 
Worley, 1st vice-president; Duke Rey- 
nolds, 2nd vice-president; and Ray- 
mond W. Butler Jr., secretary-treas- 
urer. 

The board named William F. Kelen 
outstanding member agent of the year 
for his leadership of the board’s 
1957-58 safety program. He was also 
installed as member of the executive 
committee. Cited for special achieve- 
ment in board activities during the 
past year were Oren E. Morton, chair- 
man of the education committee, and 
William Buchholz, chairman of the 
catastrophe committee. 


Hartford Fire Raises Two 

Hartford Fire has named Robert R. 
Reid and Linwood M. Fuller staff as- 
sistants in accounting systems and pro- 
cedures. Mr. Reid has been with the 
company since 1939, and Mr. Fuller 
since 1948. 





companies to represent, for instance. 


Fire & Casualty 
Company 
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COMMON SENSE 


. . . A quality most successful 
insurance agents have in common 


Sometimes we're amazed at the lack of common sense in high places. 
More than any single virtue, common sense can help insurance men do 
more things right—and fewer things wrong. Such as in the selection of 
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Company 





. EARNEST GAMMAGE JR., EXEC. Vv. P. 
HOUSTON 1, TEXAS 








solved by “some stroke of magic.” It 
must be remembered that while the 
actual firing of Sputnik or Explorer 
was a matter of minutes, there was an 
enormous amount of plain hard pre- 
paratory work starting from the first 
conception of what could be done, he 
said. 

The direct writer, even with his 
price advantage, succeeds only when 
he works harder than does the inde- 
pendent agent, Mr. Otto advised. If 
the agents reverse the process and 
out-work and out-service their com- 
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petitors, the latter’s price advantage 
will fade into secondary importance, 
he said. It is because he believes there 
is no harder working or more intelli- 
gent group than the agents today that 
he has such complete faith.in the fu- 
ture, the speaker said. Those who 
avoid discussing problems are not the 
agent’s best friends, Mr. Otto stated, 
and concluded by asking the agents 
to remember the title of his talk; “If 
you remember nothing more, my ef- 
forts will have served a useful pur- 
pose.” 





“SAFECO is the answer 


fo all competition in the - 
automobile field’”’ 


. +. says Francis Schmid of Rapid City, S. D. 








Mr. Schmid, who with his two sons, George and Joseph, 
operates the Schmid Insurance Agency of Rapid City, S. D. 
has represented SAFECO for just two years. 


The first year with SAFECO, 


they wrote more new private 


passenger business than ever before in their 25-year history. 
The second year, they doubled this production! 


“We know that we could not have attained this record 
without the benefit of SAFEco”, he says, “and their efficient 
methods saved us from hiring additional help. We are firmly 
convinced that SAFECO is the answer to all competition in the 


automotive field.” 










Write Dept. 419 for more facts about SAFECO 


Save Your Auto Business with 


SAFECO 


The modern auto insurance for safe drivers 


HOME OFFICE: SEATTLE 5, WASH. 
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“Could you stay in 
business if your 
Accounts Receivable 
records were destroyed?” 


WHO OWES WHAT? How can any firm tell—when a fire converts 
accounts receivable records into a water-soaked mass of black cin- 
ders? Usually such a catastrophe means that from 30% to 70% of 
“receivables” will NEVER be collected. In such a situation, many a 
firm’s credit position is so harmed that the business is forced into 
bankruptcy. 

What's the solution? Accounts Receivable Insurance. It's absolutely 
essential for every firm which does business on credit. Among other 
things, it pays the money which can't be collected because records 
are gone. 

Accounts Receivable Insurance is just one of innumerable modern 
coverages offered by American Casualty Company. Acco agents 
have access to the full range of multiple line facil- 
ities — Casualty— Surety — Fire—Marine—Boiler and 
Machinery—Accident & Health. If you're interested 
in the extremely desirable Acco Franchise, drop a 
line to our Agency Department. 






AMERIGAN GASUALTY 


COAST-TO-COAST BRANCH OFFICE SERVICE 


HOME OFFICE READING. PENNSYLVANIA 


25 Years 


of outstanding personal service to insurance companies. 
(s 
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A. E. STRUDWICK CoO. 


% REINSURANCE BROKERS 


% 810 Baker Building 
4) Minneapolis 2, Minnesota 
+) FEderal 9-5847 


Exclusively 208 South LaSalle Street 
Chicago 4, Illinois 


CEntral 6-9141 





FeNATIONAL UNDERWRITER 
season to ask business firms: Piumley Is Chairman 


And Chief Executive 
Of Worcester Mutual 


H. Ladd Plumley, president of State 
Mutual Life, was elected chairman 
and chief executive officer of Wor- 
cester Mutual Fire. Irving T. F. 
Ring, senior vice-president and gen- 
eral counsel of the life company, was 
named vice-president and _ general 
counsel of the fire affiliate. 

Both have been directors of Wor- 
cester Mutual since August when the 
two companies effected an affiliation 
which was to “take the form of shared 
management of unified one stop sell- 
ing.” This was the first affiliation be- 
tween a mutual life and a mutual fire 


company. 

Three State Mutual officers—J. 
B. Long, vice-president; Robert A. 
Miller, controller, and Arthur A. 


Dunn, assistant to the president—were 
elected directors of Worcester Mu- 
tual. Also elected were F. H. Daniels 
of Riley-Stoker Corp., and P. M. Mor- 
gan, of Morgan Construction Co. They 
are directors of State Mutual. 


3 Promoted, 2 Retire 


At Travelers Indemnity 


Three managers have been appoint- 
ed and two retirements announced by 
Travelers Indemnity. 

Fred Gilbert Jr., manager of the 
Oakland office, has been named man- 
ager at San Francisco to succeed 
Stanley J. Whiteman, who has been 
granted a sick leave. Ray Cushman 
will succeed Mr. Gilbert at Oakland. 

Arthur C. Walker becomes manager 
of the Detroit office, where John W. 
Callahan has retired after more than 
36 years’ service with Travelers. 

Mr. Gilbert joined the company in 
1930 at Seattle, became assistant man- 
ager at San Francisco, and manager 
at Oakland in 1954. 

Mr. Whiteman went with Travelers 
in 1926 at Worcester, Mass., going to 
Toledo the following year. He served 
at Yonkers and Rochester, was named 
Cincinnati manager in 1938 and was 
later manager at Indianapolis and 
Buffalo. 

Mr. Cushman began with Travelers 
in 1946 at Los Angeles and was named 
assistant manager in 1954. Mr. Walker, 
who joined the company in 1941 at 
Toledo, became assistant manager 
there in 1946 and transferred to 
Detroit in 1953. Mr. Callahan has been 
with Travelers since 1922, and has 
been Detroit manager since 1930. 


Portland, Atlanta Changes 
For General Of Seattle 


Tucker Nicolarsen has been ap- 
pointed Portland manager of General 
of Seattle, replacing Wesley Bogardus, 
who has been transferred to Atlanta 
as southeastern manager. Mr. Nicolar- 
sen has been Seattle manager. 


Form New Arbemens Insurer 


Decatur Mutual Indemnity has been 
incorporated at Decatur, Ark. Direc- 
tors of the new company are Lloyd E. 
Peterson and Larrayne Peterson of 
Decatur; Dana Reynolds of Gravette, 
Ark.; Max Myers of Joplin, Mo.; and 
W. H. Enfield of Bentonville, Ark. 
Security Promotes Miss Desmond 

Security of New Haven has ap- 
pointed Miss Geraldine Desmond per- 
sonnel manager. She joined the group 
in 1944 and in 1947 became assistant 
to the personne! m2inager. 
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® Appraisals for Correct 
Insurance Coverage and 
Proof of Loss 


® Depreciation Studies 
® Property Ledgers 
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O’TOOLE ASSOCIATES 


Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 








The LAWRENCE WILSON COMPANY 
Managing General Agents 
SURPLUS LINES-All FORMS 
Representing LLOYD’S LONDON 
First National Bank Building 
Tulsa 3, Okla. 








ROBERT |. BUSHNELL 
Management Consullant 
lo Insurance Organizations 
Hoydens Hill Road Fairfield, Connecticut 

Clearwater 9-8852 








BOWLES, ANDREWS & TOWNE, Inc. 
ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 
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WHITE & WHITE 
Inspection & Audit Service 
Offices in 18 Midwestern Cities 
Prompt—Efficient—Economical 
629 East 71st Terrace 
Kansas City 10, Mo. 
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{Top Turnout For 


‘Tenn. Insurors; 
iWebb In For Warner 


Group Votes For UM vs UJF 
Or Compulsory; Department 
Readying Phony Group Rule 


By KENNETH O. FORCE 


MEMPHIS—One of the largest 
opwds in its history, almost 500, at- 
onded the annual convention of 
msurors of Tennessee here. Under the 
siidance of Stafford H. Warner of 
s H. Crump Co., Memphis, president, 
»nd his administration, which carries 
on till Jan 1, and E. Kearney Dietz, 
xxecutive secretary, the agents put 
gether a program outstanding for its 
educational and entertainment values. 
Addison L. Webb of Chattanooga 
was elected president; Ross Reed of 
reeneville 1st vice-president; E. L. 
Adamson of Shelbyville vice-president 
for middle Tennessee (reelected); 
———{f, B. Tanner of Union City vice- 
president for western Tennessee; 
commissioner Arch E. Northington, 
arksville agent, honorary vice-presi- 
ent; James B. McKee of Nashville, 
treasurer; Mr. Warner chairman, to 
succeed W. P. Deese of Nashville; 
Fre E. McGlaughon of Kingsport 
state national director, to succeed Joe 
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oO iH. Bandy of Nashville, and Lloyd 
heek of Spring Creek, secretary. Mr. 
Dietz was continued as_ executive 

x secretary. 

all Three New Directors 

PANY || New directors are B. W. Overall of 
ackson, Jack Frost of Clarksville, and 

~* Victor Arning of Knoxville. 


The association voted to support 
mandatory uninsured motorist cover 
in preference to compulsory or an 
unsatisfied judgment fund, after a 
thorough study by Russell H. Miles of 
Kingsport and statewide discussion of 
his findings by members of the associ- 
ation. For this work Mr. Miles was 

















tons | \iesignated Mr. Insuror of 1958, the 
ecticet association’s highest individual award. 
The association also went on record 
in favor of a graduated rate plan for 
dwellings. John B. Bailey of Knoxville 
Inc. was chairman of the resolutions com- 
mittee. 
INTS | | 1 Improve Licensing Law 
Mr. Tanner reported that the associ- 
YORK | fation will, in cooperation with mutual 
agents, propose an amendment in the 
——— jiext legislature which would improve 
VICE the agent license law. The amendment 
would require the license applicant to 
ave completed classroom courses 
satisfactory to the commissioner in 
jchools approved by him or equivalent 
9 Ga | {Tespondence courses, or to have had 
_'__J fit least six months of practical experi- 
mee in an agency or company in the 
rds ines for which he wants a license. 


Mr. Warner in his annual report 
suggested legislation to control a little 
etter non-resident brokers placing 
uusiness in non-admitted insurers on 
ennessee risks. 

Mr. Tanner also reported from the 
ictitious group front rumors that 
everal lumber dealers are planning 
) get agent licenses to write builder’s 
isk and similar coverages, and that 
al large corporations are planning 
» have an employe licensed to write 

own business. 
Mr. Northington said in his speech 
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that the fictitious group evil is grow- 
ing, and the department has got up a 
regulation to tighten the writing of 
such business. Copies of the regulation 
have been sent to segments of the 
industry (some of which don’t like the 
regulation, he said); then the depart- 
ment will hold a hearing. After the 
terms of the regulation have been 
finally written, it goes to the attorney 
general and then to the governor for 
their approval. 

Mr. Northington observed that in 
the last 10 to 15 years, the number of 
agents licensed annually in Tennessee 
has increased from 7,500 to 22,000. The 
department has gone about as far as 
it can under the law in applying 
standards to agent applicants. It is 
now up to the agents themselves to 
raise the status to a professional level. 

Mr. Warner presented Mr. North- 
ington a plaque in honor of his election 
to the presidency of National Assn. of 
Insurance Commissioners. 


Nashville Wins Board Honor 


Nashville was voted the outstanding 
local board of the year. The trophy 
was accepted by Sam C. Loventhal 
from Frank E. Kinzer of Covington, 
Va., one of the principal speakers of 
the convention and member of the 
NAIA local board committee. This is 
the first presentation of this award, 
and it was made at a luncheon at 
which Edward L. Bailey, president of 
Insurors of Memphis, presided. Nash- 
ville won with outstanding activity in 
safety, advertising, and education. The 
engraver had put up the inscription 
in true southern style by etching 
“Outstanding Boad.” 

The F. E. McGlaughon safety trophy 
was presented by Joe Snodgrass of 
Sparta, safety committee chairman, to 
Sam Chester Jr. of Chattanooga. 

Thomas E. Welsh of Memphis, 
chairman of the membership commit- 
tee, paid special tribute to field men 
who had helped add 35 new members 
in a recent campaign. The field men 
honored were: 

J. L. Caldwell of Crum & Forster 
and Charles Griffith, Nashville, Ten- 
nessee fire manager of Travelers 
Indemnity, and William W. Files of 
the Utilities group, Memphis. Local 
agents recognized were C. R. Murphy 
of Clarksville, H. C. Murhoff of Mor- 
ristown, and Neill Senter of Humboldt. 

The proposal to move from Midwest 
to Southern Agents’ Conference was 
kept on the agenda for another year. 
Mr. Bandy discussed the reduction in 
bureau filings of the production (or 
acquisition) cost factor. No filings of 
this kind have been made in Tennes- 
see, and the matter was left in the 
hands of the executive committee. 


Suggests Lower Commission 


At a breakfast discussion of the 
new homeowners, Mr. Loventhal sug- 
gested that the commission will be 
five or six points less than for the old 
one, since the projection is 40% for 
expenses, including acquisition, and 
60% for losses. About 275 attended 
the breakfast, where Mr. Frost, chair- 
man rural and small town insurors’ 
committee, and James Wetter, Mem- 
phis, chairman property committee, 
were co-hosts. Participants included 
John B. Wilson of Columbia, Bertrand 
Stevens of Dyersburg and Louis Patten 
of Cleveland. Of agents in the room 
about 100 indicated they carried 
homeowners A or B, 20 the compre- 
hensive dwelling policy, and about 30 
the homeowners C or CDP broad form. 

Archie M. Slawsby of Nashua, N. H., 
NAIA president, in his talk described 


this as the critical year for the 
advertising program. He emphasized 
the necessity of continuity and sug- 
gested that agents put the program in 
its proper perspective. This is one—but 
not the only—function of NAIA and 
its members, he pointed out. 

With Morgan B. Reynolds of Nash- 
ville, who is spearheading the ad 
program in Tennessee, Mr. Slawsby 
got in nearly $12,000 in pledges during 
the convention, which is more than 
one-third of the total raised in the 
state last year. 

Mr. Slawsby also swore in the new 
officers at the banquet. J. A. Pipkin 
of Memphis, convention chairman, 
introduced Mr. Bandy who introduced 
Mr. Slawsby. Mr. Deese presented 
Mrs. Warner with a handsome silver 
platter and Mr. Warner with a framed 
letter of appreciation. 


Discussion Of Medical Coverage 


One of the unusual features of the 
convention program was the discus- 
sion of problems of medical insurance 
by Dr. John D. Hughes of Memphis, 
president of Memphis & Shelby Coun- 
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ty Medical Society. That talk is being 
presented in a separate story. 

But in addition Dr. Hughes discussed 
efforts of his society to get the state to 
apply to applicants for driver licenses 
or renewals, medical as well as other 
standards. 

The problem, he said, is to take off 
the highways persons who are suffer- 
ing from diseases or conditions which 
make it unsafe for them to drive— 
cataracts, certain states of high blood 
pressure, and convulsions, for example. 

The society now has accumulated 
enough statistics to show that there is 
real fire where it knew there was 
smoke, he declared. In other states 
also, medical men are working with 
police on this same problem, he said. 

In Memphis the society selected a 
doctor in each majcr field—eye, ear, 
nose and throat, neurology, etc.—and 
asked each to list five conditions that 
should rule a driver off the road. 

When there is an accident, police, 
cooperating with the society in its 
program, ask for the name of the 
driver’s family doctor. The police then 
attempt (and usually manage to do so 
without the use of subpoena) to learn 
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liability risks 
quiring excess lim- 
its, other types of 
coverage your own 
companies cannot 
handle can be handled 
through Crump London 
Underwriters, Inc. with 
highest available com- 
mission to you. 
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P. O. BOX NO. 338 MEMPHIS, TENN. 


Located 
in your area, with long 
experience as a corre- 
spondent for underwriters 

at Lloyd’s, London, we’re 
ideally situated to help you 
with your difficult risks, and 
to assure fast, efficient service. 





Why not contact us 
next time you have a problem? 


Crump London Underwriters 


Ine. 
Correspondent, Lloyd's of London 


JA 6-6671 
“Serving the Southern Agent” 
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the condition or disease, if any, from 
which the driver is suffering. 

There has been considerable opposi- 
tion to the program, and it will take 
a long time to convince the legislature 
that there are on the streets and 
highways drivers not fit to drive. 
However, Dr. Hughes predicted that in 
five to 10 years, the society will have 
accumulated enough statistics to con- 
vince legislators that they should 
reevaluate the standards on which 
driver licenses are granted to reflect 
medical conditions. 

Mr. Kinzer gave his entertaining 
and instructive “Kinzer Report” on 
how to operate a successful agency in 
a small town—and at the same time 
be of service and have fun doing it. 
How To Increase Sales Power 

In selling, never tell people what 
they ought to do but help them do 
what they want to do, Charles L. 
Andrews, sales promotion director of 
Nashville Banner and Tennessean, 


‘ WANT ADS | 


Rates—$22 per inch per insertion—1 inch 
minimum—sold in units of half-inches. 
Limit—40 words per inch. Deadline 4 P.M. 
Friday of week before publication in Chicago 
office—175 W. Jackson Blvd. Individuals 
placing ads are requested to make payment 














in advance. 
THE NATIONAL UNDERWRITER 
‘ oe 


SALES MANAGEMENT POSITION 


Home office of firmly established growing Mid- 
west mutual, multiple line company needs man, 
30-45, to direct and coordinate entire sales pro- 
gram through supervision of Special Agents. 
Position is new due to reorganization resulting 
from recent growth and offers exceptional op- 
portunity. Company is A+, annual premium 
above ten million. If you have strong back- 
ground of practical experience in the supervi- 
sion, training and motivation of casualty and 
fire sales efforts, and believe you are qualified 
for the rare opportunity, write in detail to Box 
C-%, c/o The National Underwriter Co., 175 W. 
Jackson Bivd., Chicago 4, Ill. 














FIELDMAN SEEKS CHANGE 


Now employed, large Multiple company, thor- 
oughly proficient Fire and Casualty. Thirteen 
years experience, age under forty. Successful 
~production recerd. Located Central Midwest, 
will relocate. Address Box D-l0, c/o The Na- 
tional Underwriter Co., 175 W. Jackson Bivd., 
Chicago 4, Ill. 








FIRE SPECIAL AGENT 


Have had 1/8 yrs. experience as rating engi- 
neer underwriter, and special agent—in rating 
association, branch and home offices. Four 
years of college—age 40—married—! child. 
Prefer Eastern or Southern territory. Address 
Box D-!, c/o The Nationol Underwriter Co., 
175 W. Jackson Bivd., Chicago 4, Ill. 








SPECIAL AGENT OPPORTUNITY 


Multiple-line company, mainly. fire and allied, 
hos opening for aggressive young fieldman for 
Colorado, headquarters—Denver; salary flexible. 
Prefer man familiar with territory. Give quali- 
fications. Write: Merchants Fire Insurance Com- 
pany, Gas and Electric Building, Denver, 
Colorado. 








SEEKING ARIZONA POSITION 


Mature—25 years of experience All Lines Gen- 
eral Insurance. State Agt.—Special Agt.— 
Underwriting. Please reply to Box D-3, c/o The 
National Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 








Situation Wanted 


Experienced Husband and Wife Insurance Team 
desire to relocate. Ten years in the business, 
processing $500,000 in annua! premiums. Ages 
39. Plenty of ability but must have permanent 
arrangement. Address Box D-7, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., Chi- 
cago 4, iil. 











HAeNATIONAL UNDERWRITER 


advised agents. He analyzed what 
makes people buy and outlined six 
steps for increasing sales power: 

Contact; arouse interest in your 
services; create a preference for your 
particular services (to these three 
apply advertising); make a_ specific 
proposal; close the order (these two 
the salesman does best); and keep the 
customer sold (this is a function of 
advertising and salesman). 

Kenneth O. Force, executive editor 
of THE NATIONAL UNDERWRITER, dis- 
cussed the gradual socialization of 
auto liability insurance and its effect 
on the selling of it. 


Agents Entertain Company Men 


A pleasant innovation this year was 
introduced by Mr. Warner. He said 
the agents appreciated the mainten- 
ance of hospitality headquarters by 
the company people, and to express 
that appreciation invited the chief 
host of each headquarters to the 
headquarters of the association for 
refreshments at the agents’ expense. 

Cherokee maintained a coffee and 
orange juice bar at which William E. 
Booth, vice-president; John Hazen, 
assistant superintendent of agencies, 
and Earl R. Lanning, state agent, 
Memphis, were hosts. Cherokee also 
did the program and maintained head- 
quarters. 

Others maintaining hospitality 
suites were American Fire & Casualty, 
Aetna Fire, America Fore Loyalty, 
American, American Casualty, Ameri- 
can Home, Camden, Chubb & Son, 
Commercial Standard, Continental 
National, Fidelity & Deposit, General 
Accident, Hanover, A. F. Irby & Co., 
Maryland Casualty, North British, 
Pacific Employers, Pacific National, 
Phoenix of Hartford, Phoenix of Lon- 
don, Provident Life & Accident, Rich- 
ards, Scott & Lyle, Royal-Globe, 
Southern F. & C., U.S.F. & G., Utilities 
and Insurors of Memphis. 


St. Paul Agents Name 
M. V. Choban President 


New officers elected by Insurance 
Agents Assn. of St. Paul are: president, 
Mitchell V. Choban; vice-president, 
David Peilen, and secretary-treasurer 
H. S. Mattison. 

The membership unanimously ap- 
proved continuation of a _ local 
newspaper advertising program which 


cs ee 
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Mitchell V. Choban, president; David 
Peilen, vice-president, and C. L. Cy- 
parcyptar, executive secretary-counsel 
discuss plans for the oncoming fiscal 
year of the St. Paul association. 


includes two weekly appearances in 
the morning and evening St. Paul 
newspapers. 

Earl M. Larimer, vice-president of 
Arrow and forme: highway safety 
director of Minnesota, discussed the 
state’s traffic record. 


Wash. County Agents Elect DeLeon 

Genseric DeLeon has been elected 
president of South Snohomish ( Wash.) 
County Insurance Assn. Other officers 
are: Gale Leslie, vice-president; and 
Clyde McMurry, secretary-treasurer. 


Missouri Agents Unify; Balance Budget 
At Well Attended St. Louis Convention 


(CONTINUED FROM PAGE 1) 


cated it is seeking to accomplish two 
things in its proposal: (1) To get more 
pure premium to pay losses—a state 
wide average of $2.88 (this appears 
justified, he noted); and (2) to recap- 
ture some of the business bureau com- 
panies have lost in the last 10 years. 

While the bureau contends the com- 
mission is a matter between the agent 
and his company, Mr. Garr expressed 
belief the filing, if approved, would 
result in a five point reduction in 
commissions. 

The present breakdown in the pre- 
mium is (1) $45.51, or 60.5%, for 
loss and loss adjustment expense, Mr. 
Garr said; (2) $18.81, or 25%, for com- 
missions and (3) $10.91 or 14.5%, for 
other expense and profit. 


$1.35 Saving For Insured 


The proposed filing calls for (1) 
$48.39, or 65.5%, (2) $14.78, or 20%; 
and (3) $10.71, or 14.5%. The agent, 
he said, gives up $4.03, the company 
20 cents. The premium is reduced 
$1.35, for the benefit of insured. He 
expressed belief that a reduction price 
of $1.35 would not recapture much 
business for bureau insurers. 

It was indicated that the depart- 
ment’s view is that commission is a 
private matter between company and 
agent and not one to be passed on by 
the commissioner. 

John Broadhead, president of the St. 
Louis board, who welcomed agents, 
said he thought the association could 
do a good deal to meet this situation. 
For one thing, the bureau should un- 
derstand clearly that agents do not 
think it fair for them to contribute $4 
and the companies 20 cents. Other 
agents expressed similar views. A poll 
of non-Kansas City-St. Louis-mem- 
bers showed 124 against, 12 for the 
filing. The matter was left to the ex- 
ecutive committees for action. 

Mr. Griffith said in his annual re- 
port that the groundwork now is being 
laid to get an agent’s qualification bill 
through the next legislature. The as- 
sociation also is backing the proposed 
recodification of the insurance laws. 
He said the association will continue 
to work for approval of homeowners 
in the state, where it has been banned 
so far. 

Mr. Winter called attention in his 
report to the fine relationship of the 
St. Louis board with the city’s news- 
papers. This has meant real press 
attention for safety campaigns, proper 
presentation of rate changes, etc. The 
plan is to establish a state-wide pub- 
lic relations program the coming year, 
he added. 


Urges Agent Contact With Editor 


In the meantime, however, he urged 
each agent to get in touch with his 
local editor and offer his services in 
explaining insurance stories, especial- 
ly the why of rate increases. 

Two fictitious groups have shown 
up in Missouri, Mr. Winter said—Out- 
board Motor Club of Missouri and a 
group of ophthamologists attempting 
to buy malpractice liability as a group. 
He noted that nationally almost half of 
the more than 50 group plans of this 
kind have been quashed. 

He urged agents to buttonhole state 
legislators and get them to oppose 
compulsory auto, which is certain to 
be introduced in the next legislature. 

John Henschke of St. Louis reported 
for the casualty committee. When 
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Lancashil 
Underwr! 
cific En 
agents countered a labor effort to g§ Americal 
a state fund for workmen’s compa alty, Ho 
sation by pointing out how much tif demnity, 
state would lose in taxes if it went,§ fore Lo} 
a fund, National Council on Compe writers, 

sation Insurance did not propose js Carriers, 
$300 payroll limitation change, whigf Boatm: 
agents opposed, he said. Louis - 


No Trouble With Buy Back The 


Mr. Whittaker reported for the «& 
ucation committees and Nellie Iman qj; 
Slater for the legislative. Robert Shep. 
man of St. Louis, reporting for th 
rules and forms committee, said th 
buy-back extended coverage dedu¢.| 
ible now is available in Missoyy 
Agents in states which have had it fy 
a while report no difficulty with it, B. 
cause of the loss situation, he addg 
companies are very reluctant to mak 
any changes at present which migh 
possibly increase claims. 

Donald Robey of Maryville, chai. 
man of the rural agents’ committe 
noted that three of 15 states now hay 
credits for electrically heated dwell. 
ings, and others will get them, includ. 
ing Missouri. The committee also nr. 
ceived a request for fire extinguishe 
credit. 

The preferred risk farm plan is onl 
a couple of years old but the expe. 
rience seems good, he commented] Retirir 
Companies have only one _ problem} Kansas | 
with it—acquisition cost. Agents seen] tion in r 
to think it is up to the special agent ti] the past 
inspect the farm, take the picture} only pu 
and appaise the risk. Agents must td] financial 
this themselves or the purpose of the plished | 
plan will be defeated. united; 


Expects $50 Farm Deductible outstate 


He expects the $50 wind and hail best bee 
deductible to be applied next year ti od 
farm business. His group put on 3 ped 
breakfast at which the Missouri Capi- the past 
tal Stock Insurance Assn.’s skit, At the 
“You’ll Be Surprised,” was presented. L 

The association changed its name ee oA 
to include the term “independent” — 2 

The NAIA advertising film wa 
shown. 

Richard C. Wickenhauser, St. Louis 
manager of Life of North America, 
discussed “Profits to you Through Life 
Insurance;” A. J. Claxton of Beatrice 
Foods spoke on “You Gotta Make 3 
Profit;” and Kenneth O. Force, exect-| | 
tive editor of THE NATIONAL UNDE- 
WRITER, discussed ways agents need ti 
cut costs and increase profits. 

A panel on various problems in the 
business, but reflecting the theme o 
the convention—“It’s a 3-Way Street, 
Prospect, Producer and Company”— 
was a feature of the convention. It} 
being reported in another story. 

Milton H. Johnson, C. Peyton Dan- 
iel Jr. and W. D. Hemenway III, all 
of St. Louis, planned the convention 
and did much of the running of i 
There was a buffet dinner and entet- 
tainment Monday evening which i- 
cluded Dixieland music through the 
courtesy of the Manchester Bank o 
St. Louis. 

Fidelity & Deposit provided coffee 
and sweet rolls three days of the col- 
vention, a welcome feature for the 
headquarters’ hopper and others. Hosts 
were James R. Searles, vice-president: 
George R. Schoen, associate manage, 
and Van-Lear Black, special agett . 
all of St. Louis, and Maurice K. Rati- i “s 
sey, Kansas City manager. J ice ; 

Continental Assurance gave away a ~ 
TV set. cep 
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pitality suites—including Western 
companies of Kansas, Continental As- 
surance, U.S.F.&G., Home, London & 
Lancashire, St. Louis Board, Gateway 
underwriters, General Insurors, Pa- 
cific Employers, Manchester Bank, 
american, Yorkshire, Maryland Casu- 
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Went f Fore Loyalty, U. S. Aviation Under- 
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carriers, and North America. 

Boatman’s National Bank of 
Louis sponsored the ladies program. 
The Missouri association at the 
closing session declined to take a 
positive stand on a proposed amend- 
|e to the Missouri constitution that 


St. 


would permit branch banking in the 
state. 

w. B. Bernard, Caruthersville, who 
is a director of the First State Bank 
of Caruthersville, had sought the pas- 
sage of a resolution of opposition to 
the constitutional amendment, holding 
that the adoption of this form of 
pranch banking (a so-called limited 
pasis) “is only the entering wedge— 
and if adopted, the major city banks 
will command such power, both poli- 
tial and financial, that they will be 
enabled to control our state senate and 
legislature—to the end that within a 
few years Missouri will have state- 
wide unlimited branch banking and 
oly a few independent insurance 
agents surviving.” 


Receives Standing Ovation 





Retiring president Vern Griffith of 
Kansas City received a standing ova- 
tion in recognition of his leadership for 
the past two years, in which he not 
only put the association on a sound 
financial basis but he also accom- 
plished state-wide understanding and 
united action by the big city and 
outstate agents. This was one of the 
best beetings ever held by the state 
group and it was marked by a spirit 
of good fellowship and understanding 
that had been missing from some of 
the past conventions. 

At the luncheon Tuesday, C. Law- 
rence Leggett, superintendent of insur- 
ance, installed the new officers and 
directors. 

In a brief address at the conclusion 
of the installation ceremonies, Mr. 
Leggett thanked the members for their 


‘| cooperation with the division of insur- 


ance. 

The speaker at the luncheon was 
Alvie J. Claxton of Beatrice Foods, 
Chicago, who spoke on: “You Gotta 
Make A Profit,” the general theme of 
the annual meeting. 

The final day of the program opened 
with the rural agents’ breakfast with 
Don Robey of Maryville presiding. 
There was a large attendance of 114: 


' about 40 had been expected. Missouri 


Capital Stock Insurance Assn. con- 
ducted a skit. Earl S. Hannan of 
Western of Fort Scott and Thomas 
Kingsiey of Travelers Fire arranged 
the skit. 

The formal program that morning 


;,.| featured a talk by Richard C. Wicken- 


hauser, St. Louis manager Life of 
North America. He divided his talk 
Into two sections: “The Key to the 
Sales” and “Profits for You Through 


.| Life Insurance.” He reviewed the trend 


of fire and casualty companies to 
enter the life business “which has 


Jalways been a profitable business” 
jad then stressed the advantages of 
| general 


insurance agericies 


4 4 writing 
life insurance—both 


ordinary and 
ffoup lines. He said that this is in 


away a Keeping with the modern one-stop 


Concept which enables the insurance- 
buyer to purchase policies for all his 
Msurance needs at a single source. 





FieNATIONAL UNDERWRITER 


Smoke Hides Issues 
Of Commission Cuts 


(CONTINUED FROM PAGE 2) 
agents’ income to a greater degree 
than inflation has affected the agents’ 
production expenses. Also, there is 
the argument that the knowledge of 
the public of the necessity of cov- 
erage has cut down the importance 
of the selling function. 


Competitive Situation Results 


One of the results of the cut, al- 
ready noted, is a competitive com- 
mission situation among companies. 
In Maryland, some companies cut 
commissions immediately following 
the new filings. Others did so for cer- 
tain agents and not for others. Still 
other companies have “not only re- 
fused to cut any commissions, but 
have openly used the situation com- 
petitively to procure new contracts 
with agents whose agreements have 
been reduced by other writers.’ The 
situation is fluid. Ultimately, the 
committee believes, “each agent will 
stand alone in selling his qualifica- 
tions and production to the companies 
on a competitive commission basis.” 

The Maryland association is advised 
in the committee report to wait for 
the results of court cases in California 
and Virginia for answers for those 
who “support the legal challenge” 
on questions like unilateral commis- 
sion reductions and the right of an 
insurance commissioner to approve 
filings based on commission reductions. 

The report continues, “the entire 
evidence of the investigation ... 
leaves no alternative but to deplore 
the obvious lack of sincerity and 
principle with which the agents have 
been approached on this problem by 
company and bureau officials alike. If 
the commission problem is to be re- 
solved at all, the beginning of the 
solution must be based on a continu- 
ation of the agent’s confidence in the 
companies with which they deal, and 
upon which trust their past associa- 
tion has been founded. A bad start 
has been made and much useless 
antagonism created by obvious du- 
plicity in many quarters, and it is 
deeply urged that those companies 
which have in the past been known 
for a sense of fairness and honesty 
in dealing with their agents combine 
in a sincere effort to reestablish full 
confidence, so that a frank and dis- 
passionate solution may at least now 
begin.” 

Better Standards Urged 

“Certain evils” in the American agen- 
cy system are recognized, specifically 
the unqualified agents who “add no 
stature to the agency system or the in- 
dustry as a whole.” Better appointment 
standards are urged by the committee 
to eliminate this problem. 

The report also recommends that 
companies consider a wider use of 
contingent contracts, making them 
available on smaller volumes of busi- 
ness. This might “reasonably be ex- 
pected to improve the underwriting 
interest of the agent on all lines and 
at the same time give an incentive to 
earn a larger income for favorable 
loss ratios. 

“The committee has given unani- 
mous approval to the study of all ex- 
pense saving innovations which may 
result in a reduction of production 
expense on the part of the company 
or the agent. Those which are now 
under consideration include contin- 
uous policies, renewal certificates, 
direct billing from the home office to 
the agency, a further combination of 
package policies and merit rating 
plans.” 
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NUMBER FOUR IN A SERIES ON “UNDERSTANDING INSURANCE” 
(Reprints available in folder form) 


Careers in Insurance 


“There’s no such thing as a dull job in insurance these 
days. Today, career opportunities are among the most 
exciting and productive available to young people who 
want to move ahead steadily. Our big problem is to 
find men and women who want to qualify for the long- 
term rewards this business offers.” 


Those are the words of a veteran executive who has 
seen insurance career opportunities increase dramati- 
cally as our economy has scaled ever-higher plateaus. 


Insurance companies today offer a variety of chal- 
lenging careers in such fields as Underwriting, Admin- 
istration, Engineering, Field Contact and Supervision, 
Accounting, Personnel Recruiting and Training, Loss 
Adjusting, Sales Promotion, Advertising and Investment. 


Young people who are willing to study and train for 
careers in insurance sales and service will find equally 
rewarding opportunities in offices of independent agents 
and brokers. 


If you know of a qualified young person who is de- 
bating the choice of a career, why not suggest that he 
consult his home town agent for information on expand- 
ing job horizons in insurance? 


THE LONDON GROUP 


THE LONDON ASSURANCE + THE MANHATTAN FIRE & MARINE 
GUARANTEE INSURANCE COMPANY 


Executive Office 
55 JOHN STREET, NEW YORK 
Regional and Branch Offices 
SAN FRANCISCO « LOS ANGELES + CHICAGO « INDIANAPOLIS 
RICHMOND ¢ LANSING 














“Service Deyead The Treaty” 


Intelligent Reinsurance Analysis 


FIRE - CASUALTY + TREATY * FACULTATIVE 


REINSURANCE 4... 
Se 


CHICAGO 6, ILLINOIS » 309 W. JACKSON BLVD. 
WABASH 2-7515 
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AMMUNITION TO UP 
YOUR SALES CURVE 


Anchor has developed a sound, rule-of- 
thumb for diversification of business. 
Why not use it as a guide? 


Automobile 45% 
Fire and Allied Lines, incl. Misc. 30% 
Workmen's Compensation............. 8% 
Gen. Liability & Prop. Damage. 8% 
Burglary & Glass. .. rete 
Fidelity & Surety... eee 


HeNATIONAL UNDERWRITER 


ANCHOR 


CASUALTY COMPANY 


SAINT P 
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L 14, MINNESOTA 





Diversification 


:.Pays! 


Today’s answer to increased income 
lies in broadening your sales horizon. 
New—and previously unsold—lines 
bring new prospects... give you an 
automatic safeguard against increased 
competition and present markets. 
You'll find plenty of ammunition in 
Anchor’s multiple line facilities—PLUS 
its three new packaged coverages: 
Motel Owner’s, Automatic Laundry 
Owner’s and Combination Service 
Station policy. 


SEE YOUR ANCHOR MAN FOR HELPFUL ASSISTANCE 
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America Fore Lists Home Office Changes MIA Ir 


(CONTINUED FROM PAGE 10) 


been appointed assistant secretary of 
F.&C. at Atlanta. 

Mr. Unzicker in 1946 became acting 
controller of Reconstruction Finance 
Corp. He was assistant controller of 
RFC and vice-president of War Dam- 
age Corp. until 1951 when he assisted 
in the planning and formation of 
Afco. He became vice-president when 
Afco began operations, and in 1956 he 
was elected president. In 1958, Mr. 
Unzicker was appointed treasurer of 
America Fore. 

Mr. Abrams joined Continental in 
1921 and became chief clerk in the 
loss department and later manager of 
the loss statistical division. He was 
appointed assistant controller in 1954. 

Mr. Badum began with F.&C. in 
1917. In 1931 he established the boiler 
and machinery department in the 
metropolitan office and in 1933 was 
appointed head of countrywide pro- 
duction of boiler and machinery insur- 
ance. In 1936 he was appointed super- 
intendent of the home office boiler 











CALIFORNIA 


ILLINOIS (cont.) 


OHIO (cont.) 





W. C. QUIGG & ASSOCIATES 
284 Spreckles Theatre Bidg., San Diego 1, Calif. 
Telephone BE 2-5138 
Service Office: 120 N. Orange Ave., El Cajon 
Telephone HI 4-3139 
ADJUSTMENTS — ALL LINES 


Member Calif. Assoc. Independent Adjusters 








LIVINGSTONE 
ADJUSTMENT SERVICE 
619 E. Capitol Ave., Springfield, Illinois 
Branch Offices: Decatur — Mattoon — 
Mt. Vernon — Belleville — Quincy 
Covering Central and Southern Illinois 
All Lines of Fire & Casualty 


THOMAS D. GEMERCHAK 
Insurance Adjustments 
All Lines 


416 Citizens Bidg., Cleveland 14, Ohio 
Phones Off. Su. 1-2666 — Res. Fa. 1-9442 





FLORIDA 














RAYMOND N. POSTON, Inc. 
159 S. W. 8th St. Miami, Fla. 


w 
415 Fleming Street 
ST. a. 
486 Ist Avenue 





CHICAGO SUBURBAN 
CLAIMS SERVICE 


Adjusters 
STate 2-4803 
100 N. La Salle St. 





STATEWIDE ADJUSTMENT CO. 
HOME OFFICE: 328 WILLIAMSON BLDG. 
CLEVELAND 14, OHIO ER 1-1700 
Uttices throughout Ohio 
Edwin C. Dolan, Mgr. Andrew Simon, Asst. Mgr. 
Investigations and Adjustments for 
Insurance Companies — All lines. 


Night Phones: FAirfax 2-5915, ACademy 1-0906 














Chicago 2, Ill. 











ILLINOIS 





E. S. GARD & CO. 


Adjusters 
CHICAGOLAND rapa CLAIMS 


xx 
175 W. Jackson Bivd., Wabash 2-8880 


KENTUCKY 


OKLAHOMA 




















JOHN H. HUNT & CO., INC. 
Chicago Office—330 S. Wells St., HA 7-0830 
Serving Northern Illinois and N. W. Indiana 
Branch Offices 
WAUKEGAN, DElta 6-8822 GARY, TUrner 2-9338 
ELMHURST, TErrace 4-9480 JOLIET. Joliet 2-5634 
ELGIN, SHerwood 2-2420 
24 HOUR SERVICE 


McGUIRE ADJUSTMENT CO. 
REPUBLIC BLDG. LOUISVILLE 2, KY. 
Staffed by experienced personnel for prompt and 
courteous service in adjusting Casualty, Fire and 
allied lines of insurance claims, within radius 
of 75 miles. 


PH. JUniper 4-6764 Night—MElrose 6-3771 


C. R. WACKENHUTH AND SON 


ADJUSTERS FOR THE 
COMPANIES—ALL LINES 
301 Mid-Continent Bldg. 
Tulsa, Oklahoma 
Phones LU 2-5460 
GI 7-3850 

















NEVADA 











J. R. McGowan, Pres. 


THOMAS T. NORTH, INC. 


Adjusters All Lines 
Phone HArrison 7-3230 
175 W. Jackson Blvd., Chicago 4 





R. L. GRESHAM & CO. 


Multiple Line Adjusters 
321 North 5th Street Las Vegas, Nev. 
Servicing 
Beatty and Pioche, Nevada 
St. George and Cedar City, Utah 
Needles and Baker, Califernia 











H. BRUCE WELCH & ASSOC. 


Multiple Line Aiomese and Investigators 
536 So. West 29th Stre 
Ok +e City 9, Oklahoma 
MElrose 4-1408-09-00 
H. Bruce Welch, Manager 
S. M. D. Clark, Fire Manager 
Bill Pruegert & Jess Hurn, Casuaity Adjusters 
Servicing a 200 mile radius. 











UTAH-IDAHO 












IMSOBANEE ADJOSTERS 


428 So. Main—Salt Lake City, Utah 
515 Eccles Bldg.—Ogden, Utah 
Ist Security Bank Bidg.—Idaho _. Idaho 
258 Broadway—Pocatello, Ida! 

121-2nd Ave. East—Twin Falls, Tdaho 








TORONTO-CANADA 








J. L. FOSTER & R. K. FOSTER 
Insurance Adjusters 
First National Bank 
Building 
Springfield, Illinois 
Tel. 8-7555 
Infand Marine 





Casualty 








O. R. BALL, INC. 


Fire — Inland Marine 
Allied Lines 
1544 Hanna Building 
Cleveland 15, Ohio 
Phone SUperior 1-7850 
Night Phones: MOntrose 3-7664 
Florida 1-5095 











ADAMSONS, LTD. 
Established 1894 

Fire - Inland Marine - Casva 

and Auto ADJUSTERS 

10 Lines to Serve you. 
Our cars are equipped with radio 
for fast efficient service. 
Phone: EMpire 3-6223 

9 Wellington St., East 
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F.&C. in 1953 and secretary in gy 

Mr. Hey joined F.&C. in 1919, x 
advanced through underwriting pox, 
tions to supervising underwriter of 
liability department and in 195] 
named superintendent of the compe, 
sation and liability department. 
became assistant secretary in 1% 
and secretary in 1954. 


Joins At Newark In 1924 


Mr. Sheldon joined America Fore g 
Newark in 1924. After field ay 
engineering experience he _becam| 
assistant manager of Niagara at Ney. 
ark and in 1947 was made manage 
In 1954 he went to the home office y 
agency superintendent in the midds 
department. He transferred to th 
metropolitan and brokerage depar. 
ment in 1956. In 1957 he was ap 
pointed an assistant secretary g 
Niagara. 

Mr. McKay joined Continental 
1925. In 1940 he became special agen 
for Vermont and New Hampshire, ani 
in 1948 advanced to state agent x 
Rochester. In 1951 he returned to th 
home office as agency superintendent 
He became assistant secretary of the 
fire companies in 1953 and secretary 
in 1957. 

Mr. Eisemann began with Niagar 
in 1916. In 1925 he was appointed 
manager of the Flatbush office ip 
Brooklyn. He was named manager of 
the downtown Brooklyn branch fo 
Continental and Fidelity-Phenix in 
1939. In 1951 he was appointed mana- 
ger for the fire companies at Brooklyn. 

Mr. Tanz joined F.&C. in 1916. I 
1947 he became an agency supervisor 
and in 1957 he was appointed resident 
manager of F.&C. at Brooklyn. 

Mr. Sichel joined America Fore in 
1917 and became supervisor of the 
expense department of F.&C. In 1957 
he was named superintendent of the 
controller’s division. 

Mr. Andruss began with Continental 
in 1922 and subsequently was at 
Brooklyn. After field experience in 
Texas, he was appointed assistant 
controller for the fire companies in 
1956 and was elected secretary when 
he went to the home office in 19951. 

Mr. Muller has been with the group 
since 1922. He was appointed assistant 
manager of the metropolitan depart- 
ment in 1951. 

Mr. Regan began in 1937 and be 
came a special agent in 1945. He was 
appointed agency superintendent in 
1955. 

Mr. Kruger began in 1920 with 
Crum & Forster. He joined F.&C. in 
1943 as a special agent in the metro 
politan and brokerage departments 
and was named manager of the brok- 
erage department in 1945. In 1951 he 
was appointed assistant manager of 
the metropolitan department o 
Fidelity-Phenix and Continental. 

Mr. Israel joined F.&C. in 1937 in 
the metropolitan office. He became 
casualty superintendent at Jackson- 
ville in 1945 and later a special agent 
and then district agent at Miami. In 
1951 he went to the home office as 
agency supervisor. He was named 


resident manager of F.&C. at Charlotte 
in 1953 and in 1956 returned to the 
home office as agency superintendent. 


Alan Marlette, who has been with 
General Insurors of St. Louis since 
1955, most recently as an underwriter, 


problems— 


Bean solve § 


only throu 
of our indu 

He repo! 
lic hearin: 


HEHIA repre 


position t 
have exte 
dude hos 
roposals 


future ses: 
pefore the 
Respons 
the volun 
with the 
Mr. Neal 
the volur 
system Wi 
tent to W 
can work 
to which 
expand its 
wish to co 


Providing 


Workin: 
said the r 
Insurance 
how the 

vide bette 
cil state 
program 

work wit 
local com! 
in which 
are engag 
states, he 
ing use ¢ 
sistance it 
fee schec 
tion of h 
Neal call 
port the 

“Much 0: 
success of 
Travis 

Great An 
president 
right to 

and in m 
to the in 
used.” 


A Course 


In Neal 


In his 
outlined 
for the 
passage « 
ment int 
ture coul 
said sucl 
able “1 
united, | 
at once,” 
include: 
—Find 
adequate 
losses in 
care, 
—Wor 





has 
agency as an underwriter. 


joined Gateway Underwriters 





1, 185 


October 31, 1958 


FieNATIONAL UNDERWRITER 


8 141A Individual A&S Forum Draws 400 Plus 
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of limited means. Solution to these 
problems—to the extent to which we 
can solve them,” he added, “can come 
only through performance on the part 
of our industry.” 

He reported also on the recent pub- 
li¢ hearings in Washington in which 
HIA representatives appeared in op- 
position to proposals which would 
nave extended social security to in- 
ude hospital benefits. While such 
roposals were not enacted into law, 
Mr. Neal said their consideration by 
future sessions must be expected just 
pefore the important 1960 elections. 
Responsibility for the survival of 
the voluntary system does not rest 
with the insurance business alone, 
Mr. Neal declared. “The success of 
the voluntary private health care 
system will be measured by the ex- 
tent to which doctors and hospitals 
can work together to control cost, and 
to which the prepayment facility can 
expand its capacity to include all who 
wish to come within it.” 


Providing Better Service 


Working toward this end, Mr. Neal 
said the recent activities of the Health 
Insurance Council are an indication of 
how the business is working to pro- 
vide better service. Through the coun- 
il state committees, a cooperative 
program exists which is designed to 
work with doctors and hospitals in 
local communities. Some of the projects 
in which over 400 insurance persons 
are engaged at present in all but five 
states, he announced, are: Encourag- 
ing use of uniform claim forms; as- 
sistance in developing locally adjusted 
fee schedules; and the implementa- 
tion of hospital admission plans. Mr. 
Neal called on all companies to sup- 
port the work of the council, saying, 
“Much of our future depends on the 
success of this program.” 

Travis T. Wallace, president of 
Great American Reserve of Dallas and 
president of HIA, cautioned that the 
tight to cancel or non-renew “can, 
and in my opinion will, bring disaster 
to the industry if abused or carelessly 
used.” 


A Course Of Action 


In his keynote address Mr. Wallace 
outlined a four-point course of action 
for the business after warning that 
passage of legislation bringing govern- 
ment into the health insurance pic- 
ture could occur within two years. He 
said such legislation is almost inevit- 
able “unless our industry takes 
united, drastic and effective action, 
at once,” suggesting this action should 
include: 

—Find ways to provide increasingly 
adequate coverage for catastrophic 
losses in all important areas of health 
care, 

—Work with those who provide 
health care, to see that such care is 
hot priced out of the market. 

_—Provide health coverage for the 
lifetime of the insured on a guaran- 
teed renewable, or paid up at 65, 
dasis, probably reserving the right to 
talse the rate by class. 

_—Find ways of providing, and sell- 
ing, adequate protection to the aged, 
and the physically impaired, presum- 
ably by sub-standard rating. 

Mr. Wallace observed that at pres- 
nt 85% of the health insurance in 
force is not on a non-can or guaran- 





ed renewable basis. “This right to 
‘ancel or non-renew can, and in my 
*pinion will, bring disaster to the in- 


P 


dustry if abused or carelessly used.” 

“Every company with commercial 
or industrial business should im- 
mediately reexamine its practice on 
non-renewal, he said. “Unless it has 
already been done, each company 
should, by administrative action, or 
otherwise, restrict their non-renewal 
privilege. While we may justify to 
ourselves the right to cancel solely 
because of deterioration of health 
after the policy is issued, we can nev- 
er in a thousand years, justify it to 
the public. 

“Therefore, in my opinion, every 
company should give immediate con- 


sideration to voluntarily surrendering, 
by administrative action, or other- 
wise, the right to cancel solely be- 
cause of deterioration of health after 
policy issue.” 

Mr. Wallace said he thought the 
right to cancel because of deteriora- 
tion of health “has always been 
grossly over-valued.” 

“I firmly believe,” he declared, 
“that no company has gained as much 
as it has lost, when lapsed policies, 
the good will of policyowners and 
the public, and equally important, the 
demoralization of salesmen is con- 
sidered.” 

If present rates are not adequate, 
Mr. Wallace said, the solution is to 
raise the rate. If reserves are inade- 
quate, “increase in premium may be 
the answer, cancellation is not.” 





Cal. Agents Meet Amid Retreat Rumors 


(CONTINUED FROM PAGE 1) 


Jr. and Jack C. Schroeder, all members 
of the association. 

The annual legislative workship 
breakfast headed by H. H. Hendren, 
Sacramento, co-chairman of the legis- 
lative committee heard Assemblyman 
Richard McCollister, a former local 
agent, gave an intimate picture of 
what to expect in the coming legisla- 
tive session. 


Activities Are “Displayed” 


Activities of the special committee 
of the Pacific Board and representa- 
tives of the California Association 
were “displayed” by a panel on “Are 
You Ready?” It consisted of B. Franklin 
Knapp, Fresno, past president; E. E. 
Erickson, president of the board and 
Gerald Ball, assistant manager of the 
board. They reviewed the efforts 
toward reducing and stabilizing costs 
and effecting new economies for the 
business, and also touched upon pro- 
posed underwriting and _ operating 
changes—including new coverages and 
closer cooperation with independent 
agencies to support the agency system 
and meet the increasing competition 
from direct writers and certain types 
of specialty companies. 


States System’s Position 


The position of the agency system 
in Washington was stated by Maurice 
G. Herndon, Washington representa- 
tive. He was followed by a panel on 
“Checkpoints in Insurance Program- 
ming” consisting of John P. Holland 
Jr., moderator; Dan E. Jones and 
Thomas M. Paterson, all members of 
Oakland Insurance Forum. Last 
speech on the program was “What the 
Public Expects of Insurance Agents 
and Companies” by William E. Ros- 
kam, Burbank. 

The continuing and harrassing prob- 
lem of group insurance was discussed 
by Robert E. Battles at the Tuesday 
sessions. The past president of both 
the national and California associa- 
tions, told of efforts and moves to 
combat its furtherance. The association 
was successful at the last session of 
the California legislature to get a new 
law prohibiting “free” insurance. In 
obtaining the new free insurance law 
at the 1957 Legislature, the agents 
had the support of California Assn. of 
Life Underwriters. Joint work brought 
out a single measure which was ap- 
proved. The two associations continue 
to work closely together in obtaining 
amendments or new laws to close the 
gaps and eliminate the possibility of 
evasive means which have appeared 
and which have gotten around the 
intent of present acts. 


“National uniformity” in all lines of 
insurance is a “disturbing” develop- 
ment in the opinion of the officers and 
directors of California Assn. of Insur- 
ance Agents. 

An administration report which was 
distributed to members at the associa- 
tion’s convention in San Francisco, 
Oct. 27-29, emphasizes the organiza- 
tion’s position regarding this trend 
toward national uniformity—a position 
of aggressive opposition. 

The report also shows the associa- 
tion’s position in regard to the contro- 
versy over the proposed anti-trust 
suit a unit of the California association 
plans to bring against the companies, 
revealing reactions received from com- 
pany sources. The report says: “The 
only choice has become: Sue or sit by 
and permit the companies to do what- 
ever they like to independent produc- 
ers in this state.” 


Report Expresses Policies 


This report summarizing the year’s 
activities of all standing and sub- 
committees and expressing policies of 
the organization, is signed by Roger 
Chickering, president; William J. Ho- 
bin, vice-president and future presi- 
dent, and Milton R. Cheverton, 
secretary-treasurer, who will likely 
advance to vice-president. 

Dealing with the California agents’ 
disagreement with the companies over 
commission cuts, the report states, 
“We are faced with a basic disagree- 
ment on a point of law—we feel 
strongly one way and the companies 
involved feel just as strongly the other 
way. 


Name-Calling Not Germane 


“We hope this disagreement can be 
resolved sensibly by sensible men. 
Vindictiveness, animosity, venom and 
name-calling are not germane to the 
issue. Unfortunately, there are some 
persons in the industry who apparent- 
ly prefer to resort to just such devices 
in order to becloud the basic issue. 
Your association is seeking a legal 
definition of a point of law in a court 
of law, where such decisions belong. 

If it should develop that others 
choose to fight us in other areas and 
on other grounds, we will defend 
ourselves to the utmost of our powers 
and abilities. However, if this is 
necessary, please remember _ that 
CAIA, as the challenged party in this 
duel, had the choice of weapons and 
chose the established courts of the 
land. If other weapons are introduced, 
it will be by others, not by us.” 

Concerning the “national uniform- 
ity” issue, the report says: “While 
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some phases of this movement mav 
have merit and permit some economies 
there are so many dangers inherent 
in this idea that CAIA has resisted it 
consistently and will continue to do so. 
We have seen the source of all author- 
ity and the fountainhead of all wisdom 
withdrawn to the east coast in too 
many instances. In the case of Multi- 
Peril Insurance Conference, develop- 
ment of new homeowners policies have 
been conducted in secrecy with 
resultant confusion, even chaos, in 
this field as rumors, gossip and all 
sorts of unconfirmed reports were 
circulated. 


Secret Operation Creates Void 


“In the void created by the secret 
operation of Miulti-Peril Insurance 
Conference, our industry has been 
done a disservice. This has occurred 
at the same time that several industry 
leaders on the east coast have been 
advocating in public pronouncements 
that ‘what we need is better public 
relations.’ We suggest that agents are 
a vital segment of the companies’ 
‘public.’ 

“The loss of landslide and other 
earth movement coverages to Califor- 
nia policyholders, for example, is due 
in large part to this movement toward 
‘national uniformity. This is one 
important instance of what this trend 
means to California insured—the 
policies and coverages that have been 
available to our insured through us 
in California always have been, in 
many instances and particulars, better 
or more advanced than in other parts 
of the country. Thus ‘national uni- 
formity,’ which would no doubt benefit 
some other states through better cov- 
erages, can only penalize insured in 
California and in other more advanced 
states. The end result is to tear down 
the more advanced states while build- 
ing up the less advanced. This is a 
bonus for mediocrity, and that we 
oppose.” 

The report also reveals growing 
opposition to specialty companies that 
attempt to underwrite on a selective 
basis. It points out that direct billing, 
continuous policies and reduced com- 
missions have “reduced agents to the 
level of straight salesmen, and this is a 
detriment to the service to which the 
public is justly entitled.” It also 
reports that some members of CAIA 
have tried these plans and some are 
“still attempting to live with them.” 
Many agents have dropped them say- 
ing they were to “the advantage only 
of the company and do not serve the 
true interests of either the public or 
the professional agents.” 

It also commented in detail on spe- 
cialty companies and says that impor- 
tant leaders of the industry have 
warned that selective underwriting, if 
allowed to continue, can only result in 
state funds in the automobile field. 

Despite a number of “drop-outs” 
from the membership due to mergers, 
retirements, and leaving the business. 
the membership roll increased to 2,822 
member agencies, according to the 
annual report. Conferences with Board 
of Fire Underwriters of the Pacific and 
Pacific Fire Rating Bureau in the 
program to reduce costs have resulted 
in the new renewal request, expected 
to alleviate the flat cancellation prob- 
lem. Present efforts of the joint ef- 
ficiency committee consisting of 
representatives of the company and 
producer organizations were also men- 
tioned. 

Another innovation expected to 
improve conditions is the deferred 
premium payment plan developed by 
a committee of state association with 
assistance from the rating bureau. 








STABILITY 








RREINSURANCE, TOO, through its basic service to the insurance 
industry, contributes to the stability of man’s business and property. 


GENERAL REINSURANCE 
CORPORATION 


Largest American multiple line market dealing exclusively in Reinsurance 





ALL FIRE, CASUALTY, ACCIDENT AND SICKNESS, BONDING AND MARINE LINES 


Home Office: GENERAL REINSURANCE BLDG. | Midwestern Dept.: 1012 BALTIMORE BUILDING, KANSAS CITY 5, MISSOURI 
400 PARK AVENUE, NEW YORK 22, N. Y. | Pacific Dept.:610 SO. HARVARD BOULEVARD, LOS ANGELES 5, CALIFORNIA 
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